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UR Agents can sell policies on the annual 

premium plan, up to $3,000, to young men and 
young women as young as age 2—protective insurance 
and Educational and Business Start Endowment Insurance. 
This extension of the age limit for Ordinary Insurance down to 
age 2 helps our Agents considerably. We issue Participating and 

Non-Participating Policies. As regards adults, we write contracts 

with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 


only, as may be desired. We issue policies with waiver of Pre- 


mium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 
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OF HOUSTON, TEXAS. 





Service to Policyholders and Agency Organization 


In giving a definite service to its agency force and its 
policyholders the Union National Life is giving more 
than a mere common day help. It is giving a very 
definite service, one that is appreciated by policyholders 
and one that will reflect itself in the attitude of the 
policyholders toward the agent in the field. 


Thus it is that the agent is a good deal more than the 
representative of the company in his community. He is 
an integral part of the organization of the Union National 
Life, and his position is secure. 

If you wish to develop yourself i in your community and 
become a part of an organization where the problems of 


the local agents are appreciated, write a letter to 


A. M. MILLER, President 
Union National Life Insurance Company, Houston, Texas 

















Kansas Is Leading The Way 


The people of Kansas are not marking time 
waiting for the rest of the country to show 
a resumption of business activities. Kansas 
is already leading in the central west. During 
the month of October, five principal cities 
of Kansas showed an increase of 164% in 
new building over October, 1920, in com- 
parison to an increase of 74% for the entire 
tenth Federal Reserve District. Bank clear- 


ings in ten principal cities of Kansas show 
7% better than the entire district. 


In the heart of this aggressive state, is the 
Liberty Life; ready and willing to equip its 
agents with every possible help in their task 
of soliciting their prospects. It is working 
hand in hand with its agents striving always 
to carry on the good work of the people 
of Kansas. 


Truly, Kansas is Leading The Way. 


Liberty Life Insurance Company 


TOPEKA 


KANSAS 
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PROSPECTS FOR LIFE 
COMPANIES IN 1922 





Principal Problems that Will Have 
to Be Worked Out 
During Year 





DIFFICULT TO GET MONEY 





Farmer Is Poorest Prospect Today— 
Selling Forces Must Be Redistrib- 
uted—Hopeful Features 





NEW YORK, Jan. 11.—What of 
What may life companies expect 
to happen in the year that has just 
opened? How will business be? Where 
will the most business be written? Will 
it be any easier to get the money? How 
will the year compare with 1921? What 
will be the probable turn of the invest- 
ment market? Will the mortality ex- 
perience be favorable? In brief, what 
kind of a year are life insurance com- 
panies going to have, based upon pres- 
indications? 
Farmers Poor Prospects 


1922? 


ent 


There are a few problems before 
life companies that bulk large. One is 
the very unfavorable situation that 
confronts the life insurance salesmen 
who operate in the rural communities. 
In 1921 a number of companies. that 
have always specialized on farmers, 
sustained a severe setback. It was 
practically impossible to write business 
among farmers, and the companies did 
not have time enough to readjust their 
selling forces and center their activities 
on the larger cities. As a result, they 
made an unfavorable showing for the 
year. A number of companies have 
still to revise their selling programs. 
They must draw away their selling 
forces from the rural sections, and get 
more firmly established in the cities 
and towns. 


Cannot Be Wholly Neglected 


At the same time, the farmer must 
not be left entirely alone. He is not 
always going to be without the money 
with which to buy life insurance. He 
will sooner or later recover financially. 
Then he will be in the market again. 
Life companies that are trying to cover 
the country in a broad way recognize 
that they cannot discontinue entirely 
their rural selling forces. They must 
keep going, even if the results are not 
satisfactory. The working out of a 
plan for keeping in touch with farmers 
is one of the big problems that must 
be solved by many companies in 1922. 
Just at present, no one is a poorer life 
insurance prospect than the farmer. It 
is useless to hope for a large volume 
of business from farmers, and hence 
many life companies are re-distributing 
their sales forces, and awaiting a time 
when the farmer can again sign a life 
insurance application with some pros- 
pect of paying the premium. 

The way most life companies feel 
about things today was well expressed 
by the official who said, “We can write 





HAS SPECIAL MEETING | FOUR GET PROMOTIONS | COMPANIES’ FIGURES 


AMERICAN LIFE CONVENTION 


Will Vote on Plan Submitted by Medi- 
cal Information Bureau for 
Impairment Service 


By direction of the president and 
executive committee a special one-day 
meeting of the members of the Ameri- 
can Life Convention is called to be held 
at French Lick Springs, Ind., March 1. 

The annual meeting of the Medical 
Section will be held at French Lick 
Springs, March 1-3. 

The Convention and the Medical Sec- 
tion will meet March 1, in a joint ses- 
sion, to consider the matter of impair- 
ment service which was called to the 
attention of the membership in letter 
from Secretary Blackburn Nov. 7 and 
is the very important letter of President 
Cunningham, Dec. 28. 

The plan outlined by the Medical Di- 
rectors Association for opening to 
American Life Convention members the 
service of Medical Information Bureau 
(M. I. B.) has been approved by the 
executive committee and the board of 
managers of the Medical Section. 

The principal purpose of holding the 
one-day meeting with the Medical Sec- 
tion is to submit the recommendations 
of the executive committee and board 
of managers to the members and the 
Medical Section for ratification, 

“Nothing in the history of the con- 
vention has been more important to the 
individual companies,” says Secretary 
Blackburn. 

The regular program of the annual 
meeting of the Medical Section will fol- 
low the joint session. All executives are 
welcome to attend and will find the 
program worth while. 








plenty of business today, but we cannot 
get very much money for it. Our great- 
est difficulty is in getting the money. 
Everybody wants to give a note for the 
premium. Then when the collection 
date comes around, they want an ex- 
tension of the note. It is not much of 
a trick to get a prospect to sign an 
application, but it is a man’s sized job 


to get the premium out of him. This 
condition has made it necessary for 
companies and general agents to go 


to every length to finance prospects. 
It means that companies have got to 
stand back of their general agents more 
liberally than they have in the past, 
and that general agents have to extend 
themselves to keep business on the 
books. 


Need Time to Pay 


“Many policyholders who simply can- 
not pay their premiums today are per- 
fectly good, and will recover financially 
if given a little time. The general 
agent who can step forward and carry 
his policyholders along for a time, is go- 
ing to come out all right, but the man 
who cannot finance the business on his 
books is going to have a heavy lapse 
ratio, and is having a heavy lapse ratio 
The wealthy general agent today has a 
big advantage. He can pour in his 
own money and keep things going. 
Many companies have lost a lot of good 

(CONTINUED ON PAGE 19) 
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JOHN HANCOCK CHANGES MADE 


Robert K. Eaton Advanced to First 
Vice-President in Succession to 
Walton L. Crocker 


At the meeting of the board of di- 
rectors of the John Hancock Mutual 
Life, Monday, Robert K. Eaton was 
advanced to first vice-president, suc- 
ceeding Walton L. Crocker, who was 
recently elected to the presidency. The 
directors also advanced John L. Wake- 
field to second vice-president; Fred E. 
Nason becomes third vice-president, 
and is also made a member of the board 
of directors, while Elbert H. Brock be- 
comes fourth vice-president. All have 
long been connected with the company 
and these promotions are made in 
recognition of service 


Eaton Long in Service 


Mr 
company in 
department. In 
home office inspector 
later was appointed superintendent of 
agencies for the ordinary department. 
In 1903 he was made superintendent 
for both departments. His successful 
management of the agency department 
led to official recognition in 1917 when 


Eaton entered the service of the 
August 1886, in the agency 
1896 he was made 
and three years 


he was made a vice-president and di- 
rector. Mr. Crocker’s recent advance- 
ment paved the way for further pro- 
motion. 

Mr. Wakefield is a graduate of Har- 
vard University and Harvard Law 
School. He practiced law until 1887 
when he became connected with the 
Massachusetts Title Insurance Com 


Later he was a member of the 
Vinton & Wakefield. 
In 1906 he was selected as associate 
counsel and director of the John Han- 
cock, and in 1918 was elected third 
vice-president, now being advanced to 
the position of second vice-president. 
He is also general counsel of the com- 
pany and chairman of the finance com- 
mittee. 

Vice-President Nason’s Career 


pany. 
law firm of Rand, 


Mr. Nason became associated with 
the Company as a young man in 1892. 
In Febsuary, 1902, his ability was recog- 
nized by appointment as second as- 
sistant secretary, from which position 
he has steadily advanced and was made 
fourth vice-president in 1920, and now 
third vice-president and director. Mr. 
Nason’s official work brings him in 
touch with the general company activi- 
ties, especially underwriting and tax- 
ation matters. 

Mr. Brock became a member of the 
home office staff in 1887. A year later 
he decided to enter the agency field and 
started in Boston with the weekly 
premium department. He received sev- 
eral promotions until finally he became 
superintendent of the Boston district 
in 1894. In 1903 he again became identi- 
fied with the home office executive 
department as assistant superintendent 
of agencies. In 1917 he was made 
superintendent of agencies and in 1920 
fifth vice-president, from which posi- 
tion he now advances to fourth vice- 
president. He is associated with Mr. 
Eaton in the agency department. 
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READ WITH INTEREST 


Life Offices Begin to Announce 
Their Annual Financial 
Exhibits 


CONTINENTAL EARLY ONE 


Abstracts Giving Principal Items Show 
Progress Made During the 
Last Year 





Continental Life of Wilmington, 
Del., is one of the early companies that 
has published its annual statement. Its 
assets are $4,560,212; capital, $651,010; 
714,102; new insurance, $7,333,- 
insurance $35,377,75 
insurance made a gain of 3 
and the insurance in force 12 
percent. Last year was the most suc- 
cessful year in the history of the com- 
pany. In the first place, the company 
has maintained its usually high ratio of 
having at the close 


rhe 


surplus, $ 


168, and in force, 
The new 


percent 


assets to liabilities, 
of the year $1.43 of assets for every $1 


of liabilities. It made a_ substan- 


tial gain in surplus during the year. 
From the standpoint of new insurance, 
it was the largest year the company 
has had and December was its largest 
month since organization. President 
Philip Burnet of this company is one 
of the outstanding figures in the life 


insurance world, a young man of bril 
liant attainments and fine vision. 

The Continental’s premiums last year 
$1,124,204. 
New York Companies’ Figures 


The New York Life paid for $586,- 
100,000 in 1921, compared with $693,- 
979,400 in 1920. The increase of in- 
surance in force was $278,000,000. 
rhese figures are approximate. 

The Equitable Life of New York has 
paid for approximately $427,000,000 in 


were 


new business in 1921, compared with 
$698,972,923 in 1920, ‘and $609,946,205 
in 1919, 

The Mutual Life of New York esti- 


mates its 1921 business at $336,000,000, 
compared with $423,677,719 in 1920. 
The Mutual Benefit shows a net new 
issued business, excluding paid ups, ex- 
tensions, converted terms, dividend ad- 
ditions, for 1921 of $190,225,561, com- 
pared with $213,198,747 in 1920, 
Provident Life & Trust 
annual statement of the Provi 
Life & Trust shows assets $126,- 
surplus to policyholders, $3,- 
special reserve for purpose ol 


The 
dent 
596,259; 


870,286; 


mutualization, $2,577,128; special re- 
serve fund $4,436,178; new business 
$82,961,944; amount in force $574,- 
724,000, gain $20,490,279. The mortal- 

ratio was 52 percent. Its premiums 


vere $20,490,279. It paid policyholders 
$14,078,618. 

The John Hancock Mutual has paid 
for approximately $125,000,000 of new 
business in the ordinary department in 
1921, compared with $166,000,000 in 
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1920. The increase in insurance in 
force is $69,000,000. 


The Phoenix Mutual has estimated 


its new paid-for business of 1921 at 
$49,990,000, compared with $57,040,82 
in 1920. The increase in insurance in 


force in 1921, also’ estimated, is 
$27,146,000. 

The New England Mutual had a total 
of $82,072,020 for 1921, including paid 
up additions and renewals with the new 
paid-for business. The 1920 figure was 
$108,411,136, and the increase of insur- 
ance in force during 1920 was 
$48,641,846. 

Penn Mutual Life 


The Penn Mutual Life had a total of 
$135,478,861 of new paid-for business 
in 1921, compared with $173,979,102 in 
1920. The increase of insurance in 
force in 1921 was $61,554,352 

The amount of new paid- for business 
written in 1921 by the State Mutual of 
Worcester, Mass., is $41,843,048 as com- 
pared with $54,838,700, paid-for busi- 
ness in 1920. The increase in the 
amount of insurance in force is about 
$23,000,000. 

The Connecticut Mutual reports an 
approximate total of new paid for busi- 
1921 of $61,750, compared with 
ures of $74,893,426. The ap- 
proximate increase in the amount of 
insurance in force is $30,500,000. 

The approximate figures for the 
Columbian National Life are $27,000,000 
for new paid for business in 1921, com- 
pared with $35,000,000 in 1920, and 
$11,000,000 of increase of insurance in 
force in 1921. 

The Manhattan Life of New York 
paid for $10,776,000 in 1921, compared 
with $14,800,146 in the preceding year. 


ness in 
the 1920 fig 


The estimate increase of insurance in 
force in 1921 is $1,000,000. 
The American Central Life of In- 


dianapolis, Ind., paid for approximately 
$30,600,000 in 1921, compared with $40,- 
137,000 in 1920. 

Missouri State Life 


State Life shows in- 
for including group, 
increase for the year of 
1921, at approximately $100,000,000, 
cor npared with $110,727,301 in 1920. 
The increase in insurance in force is 
approximately $38,000,000. 

The Equitable Life of Iowa paid for 
$53,991,462 of new business in 1921, 
compared with $62,399,248 the preced- 
ing year and $57,328,210 in 1919. The 
increase of insurance in force in 1921 
is $32,396,209. 

The International Life of St. Louis, 
Mo., reports a paid for business in 1921 
of $32,360,882, the 1920 figure being 
$40,191,455. The increase in insurance 
in force is $7,611,843. 

The Kansas City Life has paid for 

$37,201,000 in 1921, compared with 
$63,981,000 in 1920. The increase of in- 
surance in force in 1921 is $10,000,000, 
approximately. 

The National Life of Vermont paid 
for $50,453,617 of new business in 1921, 


Missouri 
paid 
and 


The 
surance 
revivals 


the 1920 total being $61,602,082. The 
increase In insurance in force is 


$24,292,182. 
Gain for Northern Assurance 


The Northern Assurance of Detroit, 
one of the few companies to show an 


increase, reports $10,000,000 of new 
business in 1921. Its 1920 total was 
$9,800,000, 

The Northwestern National of 


Minneapolis has a total of new paid-for 


business for 1921 of $34,775,000, com- 
pared with $50,795,000 in 1920. The in- 
crease in insurance in force was 


$5,700,000, 


The Central Life of Fort Scott, Kan., 


shows new paid-for business in 1921 
of $4,077,000, compared with $2,891,000 
in 1920. This is an unusual increase, 


few companies being able to show any 


increase during the past year. The 
1921 figure is 41 percent larger than 
the preceding years. The increase in 


insurance in force in 1921 was $2,500,000. 

The Reserve Loan Life paid-for 
$15,081,192 of new business in 1921, the 
1920 new business being $19,431,716. 











FIGURES ON 1921 BUSINESS | 





New Paid New Paid 
Business 1921 Business 1920 Business 1919 
American Bankers, IIll....... $ 4,100,000 5,055,155 
American Central, Ind....... *30,600, 000 40,137,000 
American Life Reins........ 115,186,495 
oO. 23,428,358 

merican National ........ I. 263,152 
ee Ee Sn e<0 conn ~eun 7,671,267 
Baltimore Life ........... oO. **3,484,687 
MmOTe TAO, BBs cccccccces 92,552,734 
Bankers Life, Nebr......... 17,216,038 
Business Men’s Assur....... 2,146,000 
CE CP. caneneagcees ees 59,617,084 
Cedar Rapids Life...... - 3,112,354 
CEE BE, BOvcccccccceces 32,674,394 
Central Life, Kans.......... 2,891,000 
COOGEE BUD socecccessves 6,592,798 
COPMMBRERM DERE. cccccccccccce 35,983,336 
Columbus Mut., O.......... 11,544,000 
Commonwealth, Omaha ..... 12,952,083 
Connecticut Gen. ...... 146,265,307 
Connecticut Mut. ..........0. 74,89: 
Conservative Life, Ind 4,45 
CONE, DOO, ccccceecene 4 
Des Moines L. & A.......... 7 
eee 
"""S & aeeeeeosr #427, 000,000 
Pn Mh. ctvescecenecos 53,991,462 
Farmers National .......... 8,699,900 
Weeenes UMGOR, Gi.cccccceccc 4,563,963 


WOUG WOUER BEANO. cccccccccce 
Franklin Lffe 
Mean 6 a6 eH 608 0666 
Girard Life 
Great American, Kans...... 
Great Northern, N. D 
Guaranty Life, Ill....... 
Guardian Life, N. Y... 
Home L. & A ae 
Idaho State Life............ x ’ 
Indianapolis Life ........... 6,909.62 
Inter-Mountain Life ....... *3,750,000 
International, Mo. . 32,360,882 
Inter-Southern ........ 13,672,529 
Jefferson Standard ‘ 40,886,800 
John Hancock ....O. *125,000,000 
Kansas City Life............ oa's5e'eee 
La Fayette Life 
Lincoln National 
Life Ins. Co. of Va...... oO. 
Manhattan Life 
Maryland Assurance 
Massachusetts Mut. 
Methodist Minister 
Mid-Continent, Okla. 
Midland Life, 
Midwest Life, 
Minnesota Mut. 


err .331,85: 
$96,102,296 
*37,100,000 








4.7 
4,5 


3780. 214 
19,076,682 


Missouri State Life......... *100,000,000 
DEMOMGR BORG occcccccccces 190,225,561 
ees Eee, WE. Baecess . *336,000,000 
National Gus ardian, ., er 3, 985,436 
DE DO, Whecscsacenes 5 0,45 3,617 
National Reserve, Kans..... +1 1,633,000 
New England Mut........... 82 072,020 


New World Life, Wash... 7,650,000 
New York LAfe.....sccres . *586,100,000 
North American, Ill....... *14,100,000 
North American, Neb.. *1,305,000 


*10,000,000 
*5,000,000 


Northern Assurance 
Northern, Seattle 


Northwestern Nat. 34,775,000 
Occidental, Cal. ....... *§ 500,000 
Occidental, N. Mex 4,084,245 
Old Line Life, Wis..... 10,330,131 
ee SR ree 2,563,910 
Pacific Mutual ..... cosecce SOL Eeeee 





w 


Penn Mutual 478,861 





Peoples Life, Ill....... Pisaene 
Peoples Life, Ind............ 014,086 
PORE BOWGUWEE « cccsecccces *49 .990,000 
a BI RB SS ee *4,050,000 
Protective Life, Ala......... 5.300.000 
Provident Life & Trust..... $2,921,989 
Puritan Life, a ee 786,979 
MRONINCOT EATO, Bho cccccescs 3,480,129 
Reserve Loan Life.......... 15,081,192 
Rockford Life, Ill........... 3,487,321 
St. Louis Mutual........ ~ 889,265 
Scranton Life .......... 4,203,800 
Geourtty FATS, Til..cccceseecs *9,000,000 
Security Mut., Neb.......... 3.152.505 
Shenandoah L rife, . Se 7,091,715 
Southern L. & T., N. C.... 8,166,77 
Southwestern, Texas ....... 26,325,572 
es | eee 41,843,048 
SN EE ok accents dniceeaee *5,500,000 
Toledo Travelers ........... 193.500 


2,306,900 
*107,000.000 
t5,488,857 


Two Republics, Texas....... 
Union Central, O..... cawlan 
United Fidelity, Texas...... 


Universal Life, Ia.......... t2,005,970 
Volunteer State Life....... *11,000,000 
Western National, Wyo..... 4,329,208 
Western States, Cal......... 13,600,000 
Wisconsin Nat. Life........ 4,101,002 


* Approximate. 
** Written Basis. 

+ Not Reported. 

t First Full Year. 
tt Decrease. 

§ Ordinary and Industrial. 














4,636,000 
7,893,490 
8,464,597 
5,052,965 
40,191,4 
18,711,653 
64,865,462 
*166,.000,000 
53,981,000 





263,000 
13, 510, 620 





108,411,136 
10,170,282 
693,979,400 
19,128,634 
2,808,450 
9,800,000 
6,318,369 
50,795,000 


y- 
rr) 
> 


wWwS4HtomsStew 


"658. 


1.365.040 
4,896,096 
13,000,000 


1,191,000 
16.932.771 
4,439,435 
13,389,176 
5,414,990 








The increase of insurance in force in 
1921 was $182,076. 


Two Show Increases 


The Girard Life of Philadelphia has 
been able to show an increase over the 
1920 business, new paid-for business in 
1921 having been estimated at $4,- 
500,000, compared with $4,313,167 in 
1920 and $3,470,852 in 1919. 

The Lincoln National passed its 1920 





figure 
business 

with $68 
crease in 


in the last year, 
being $79,000,000 
300,000 in 

insurance in 


Increase 
Ins. in 
Force 1921 
$ 212,129 


New Paid 
$ 5,599,129 


8 8) i 
beeeaence 8,120,698 
949,862,781 912,000,000 


oe 113. oa8 
**1,049,000 


7,041,893 





1 201 
,000 

100 

5 765 

7 7,068, 08! 3 984 
409,083 5,000 
609'946. 205 eS 
57,328,210 5,209 





6,069,100 
6,008,421 
o'er 


o, DO,e 
» 








*] 0,000,000 








29,515, 

J 1,078,000 
3,470,852 186,833 
2,800,000 ; - 
1,510,500 76,289 

4,269,327 





36,541,912 7,611,843 
1 3,764,519 *1 200,000 
45 , 891, 91 ‘ 1,969,922 
‘ *69,000,000 
*10,000,000 
*1,320,000 
*31,000,000 


*1.000,000 
505.081 


*°78,000,000 





*100,000 

11.4! 50.843 5.700.000 
10,938,798 ' ea 
56,000 

*5,000,000 

1,778,131 

61,554,352 


"9000,000 
#97,146,009 
*1,.340,000 





1899, 300 
85,064,096 


586.680 ""5 95.135 
4,334,631 Dn iaecen ee 
14,295,692 182,076 
1. 815,137 1,965,074 
,311,145 260,970 
142,691 2 060,952 
9.890.587 #2 000,000 


9 101.533 





the 1921 new 
compared 
The in- 
for 1921 





1920. 
force 


was $31,000,000. 


The annual statement of the 
sota Mutual Life shows total 


Minne- 
admitted 


assets of $9 243,506 and net surplus of 


$568,240. 


The new 
during 1921 was $19.076,682. 


paid-for business 


The in- 


(CONTINUED ON PAGE 19) 











GOES WITH CI CLEVELAND 
MILLER IN A NEW POSITION 


Business Superintendent of Agents of 
W. H. Hunt’s Company Has Had 


Fine Training 


C. L. Miller, of Madison, Wis., who 
is connected with Harry L. French’s 
general agency of the Northwestern 
Mutual Life in that city, has resigned 
to become agency superintendent of 
the Cleveland Life. He is familiarly 
known as “Dad” Miller. He 
the life insurance business in 1918, go 
ing with the National Guardian Lite 
of Madison and taking charge of its 


entered 





MILLER 


He left the com- 
personal pro- 


agency department. 
pany end to become a 
ducer. He was formerly district man- 
ager of the Wisconsin Telephone 
Company at Madison. During his ad- 
ministrative duties with the National 
Guardian, he wrote a splendid personal 
business. 


Trying to Salvage Records 
The Western Life of 
doing its best to recover its property 
from the ruins of the fire which de- 
troyed its building Christmas Eve. It 
has salvaged its master cards and 
master records, its personal policy 
card files and accounting books from 
the ruins but duplicate records and big 
quantities of correspondence are buried 
beneath wreckage and ice. The orig- 
inal applications, the impairment cards 
and some of the reinsurance records 
are not recovered as yet but it is 
hoped that the secondary records will 
for the most part be found uninjured. 
Senator Jamison, president of the 
Western Life, stated that he expected 
to file his report on time without omis- 
sion of any important facts. The com- 
pany had a good year with insurance 
written nearly up to the $3,000,000 writ- 
ten in 1920. The company expects to 
rebuild its structure. 


Des Moines is 


New Building for Lincoln National 


The Lincoln National Life has an- 
nounced through Arthur F. Hall, first 
vice-president and general manager, 
the purchase of the property at Fort 
Wayne, Ind., on the east side of Har- 
rison street, between Douglas and 
Brackenridge, and west of the alley 


between Calhoun and Harrison streets, 
on which to erect a new home office 
building, for which plans will probably 
be completed within sixty days. The 
consideration was withheld. The pres- 
ent Lincoln Life building is too small 


to take care of the rapidly increasing 
business of the company, Mr. Hall an- 
nounced. At the present time the con- 
cern has 250 employees. 


XUM 








Jani 


It 


Pre: 


Py 
tion: 
wee! 
$706 
ing 
ditio 
of I 
This 
buil 
the 
large 
a fre 
teet 
Micl 
It w 


cide 
hom 
Salle 
taine 
profi 
poss 
he 
dest: 
replz 
until 
pres 

In 
Life 
uppe 
Chic 
it is 
will 
builc¢ 


driv 
pose 
Nati 
fire 
offic 
also 


fore 
mad 
supe 





who 
ich’s 


tern 
red 
t of 
arly 
ered 
+48) 
Lite 

its 











January 12, 1922 
NATIONAL LIFE, U. S. A. 
TO ERECT BUILDING 





It Will Be the Second Largest 
Office Structure in 
Chicago 





LOCATED ON NORTH SIDE 





President A. M. Johnson Tells Some- 
thing About the Plans—Company 
Has Made Great Progress 





President A. M. Johnson, of the Na- 
tional Life, U. S. A., announced last 
week that his company will erect a 
$7,000,000 seventecn-story office build- 


ing in Chicago as soon as building con- 
ditions permit, at the northeast corner 
of Pearson street and Michigan avenu 

This will 
building in the new business district on 


bring another huge office 


the north side. It will be the second 
largest office building in Chicago, having 
a frontage on Pearson street of over 300 


feet and a north and south frontage on 
Michigan avenue of more than 200 feet. 


It will be surmounted by a tower rising 





400 feet above the street. ‘The build- 
ing will stand north of Tower court 
and the old Chicago water towe1 

It will cover an area of 46,000 square 
feet. The largest building in the point 
of area in Chicago is the Continental 
& Commercial Bank building, which 
has 53,000 square feet. President 
Johnson is endeavoring to obtain from 
the Potter Palmer estate additional 
frontage on Michigan avenue which, if 


secured, will bring the area to 67,000 
square feet. 
Disposition of Present 
The National Life has not yet de- 
cided on the disposition of its present 
home office building at 29 South La 
Salle street, although it may be re- 
tained as an investment, as it is a 


Building 


profitable one. This site has bs in 
possession of the company since 1869. 
Che building erected at that time was 
destroyed in the Chicago fire and was 
replaced by another which remained 


until 1901, when it was replaced by the 
present structure. 

In the new building, the 
Life, U. S. A., will occupy the four 
upper floors for its general offices. The 
Chicago general agency will remain as 
it is at 29 South La Salle street. This 
will give 16 floors of the mammoth 
building for renting. 


National 


New Insurance Center 

This will make three Chicago life oi 
fices to have home office structures in 
the near neighborhood. The American 
Bankers has its own building at Cass 
and Ohio streets. The Illinois Life has 
now started to erect an office building 
solely for its own use on Lake Shore 
drive, just north of the site of the pro- 
posed National Life building. Near the 
National Life site, the Henry Evan 
fire insurance companies will erect an 
office building for their own use and 
also for rental purposes. This will cre- 


ate, therefore, a new insurance district | 


in this neighborhood. 

The National Life, U. S. A., has 
made great progress under the adminis- 
tration of President A. M. Johnson and 
Vice-President Robert D. Lay. It now 
has $150,000,000 of life insurance in 
force. Its casualty department has 
made great gains with C. H. Boyer as 
superintendent. 

President Johnson’s Comment 


Commenting on the new building, 
President Johnson says: 

“Our plan to erect the fourth hom: 
office, which we will build in Chicag 
on so large a scale, is the result of our 

(CONTINUED ON PAGE 4) 
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ILLINOIS LIFE’S MOVE 
SELLS FORT DEARBORN STOCK 


Sold for Same Figure Which Holdings 
Were Carried in Annual 
Statement 


\t last week’s annual convention of 
the Green Signal Club of the Lllinois 
Life, which is made up of the home 
state producers of the company, O. J. 
Arnold, secretary of the company, made 
an announcement relative to Illinois 
Life’s stock holdings in the two Fort 
Dearborn banks which were recently 
merged with the Continental & Com- 
mercial banks of Chicago. Mr. Ar- 
nold’s statement relative to the present 
financial standing of the Illinois Life, 
and its disposal of stock holdings in the 
Fort Dearborn banks is_ interesting 
and important. Mr. Arnold said that 
the Illinois Life has entirely disposed 
of its stock in the Fort Dearborn 
banks, the sale being made for the 
same figure at which the stock was in- 
cluded in the company’s annual state- 
ment. In other words, the Illinois Life 
does not now hold, either directly or 
indirectly any of the capital stock of the 
Fort Dearborn banks which were re- 
cently taken over by the Continental & 
Commercial Bank of Chicago. 

Stronger Than Ever 


When it became known shortly after 
this big bank merger that the Illinois 
Life had something over 3,000 shares 
in the two Fort Dearborn banks there 
was some anxiety on the part of Illinois 


Life men. The arrangement that the 
Illinois Life has made simply means 
that instead of having as part of its 


assets, the capital stock itself, the hold- 
ings have been converted into cash 
and the company’s financial position 
strengthened by reason of having that 
much additional free cash. The Illinois 
Life made its original purchase of Fort 
Dearborn bank stock in 1906. As the 
capital of the bank was added to, the 
company took its pro rata share, and 
aiso a tew stock dividends from time 
to time. Its actual cash investment in 
Fort Dearborn bank stock was not 
nearly so large as many imagined. At 
any rate, the Illinois Life comes out 
with flying colors, and in a stronger 


history. 


Dwight 8S. Ritter, purchasing agent for 
the Indianapolis city administration 
which went out of office Jan. 1, has gone 
with the Peoples State Bank at Indian- 
apolis and the Indianapolis Life in the 
distribution of a various 
lines of special con- 
sultant on purcha 


new 
insurance anda is 
sing 


problems 
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ACTION OF FEDERAL UNION 


Non-Participating Life Company De- 
cides to pay a Refund of 4 
Percent to Policyholders 


[he Federal Union Life of Cincin- 
nati which has included since its be- 
ginning a clause in its policies, which 
are all non-participating, to the effect 
that the company may at any time re- 
turn a part of the premium if it finds 
that the circumstances warrant, will 
this year for the first time take advan- 
tage of this clause and is declaring a 
dividend amounting to 4 percent of the 
premium on non-participating policies 
This is an unusual procedure on the 
part of a non-participating company. 

The company held its annual meet- 
ing Tuesday of this week.. The state- 
ment will show assets of over $1,000,- 
000 and insurance in force of over 
$21,000,000. The Federal Union is 
making good progress and establishing 
itself as a successful company under 
the management of President Frank 
M. Peters. 








Success Due to Hard Work 


In spite of the depression that ob 
tained in the industrial and economic 
world during the past year, the Equit 


able Life of New York managed to 
write $427,000,000 of paid business 
this wholly exclusive of that secured 


through the group department. The 
record is a highly creditable one, being 
90 per cent, of the phenomenal result 
achieved by the society in 1920. In 
wiring this important news to the field 
staff of the Equitable Life, President 
W. A. Day, very properly offers that 
it reflects rare credit upon the energy 
and intelligence of the agency force 
Mr. Day further said: “In view of the 


| disordered business conditions prevail- 


fnancial position than ever before in its 


ing throughout the world in 1921 this 
result is to me very satisfactory, and | 
thank each representative for his con 
tribution thereto I shall rely upon 
you in the year just opening for even 
greater results. The royal road to suc- 
hard work.” 


cess 18 


L. H. Armstrong, manager of the cas- 
ualty department,’ and T. H. Ritchie, 
manager of the life department of the 
Travelers at the Milwaukee agency, are 
preparing a program for the annual sales 
convention and round-up of the Wisconsin 
representatives of the Travelers. The 


dates selected are Feb. 1-2 Several of- 
ficials of the home office of the Trav- 
elers are planning to attend the meet- 


ing 
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ANNOUNCEMENTS MADE 
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BY THE UNION CENTRAL 


By the Well 
Known Cincinnati Life 


Progressive Steps 


Company 


AGENTS HAD CONVENTION 


Interest Rate on Funds Left with the 
Office Is Put at 5 Percent 


Hereafter 


rhe agency convention of the Union 


Central Life commencing Thursday of 
last took the 


noon of the first day of a 


week form on the after- 
memorial to 
the late president Clark. A 
large portrait of Mr, Clark and a replica 
of the 
ment to his genius as an executive and 
back of the 


platform and seemed to throw the in- 


Jesse R. 


home office building, a monu- 


an organizer, stood at the 


fluence of his spirit over the proceed- 
ings. 

The youthful-looking but competent 
new president of the company, John 
D. Sage, conducted the impressive cer 
monies in tribute to his predecessor, 
upon men in the field who had 
long been intimate with Mr. Clark to 
give their personal reminiscences and 
to relate incidents which they might re- 
call of their long and gracious associa- 


calling 


tion with their late leader The men 
who spoke were W, ( Lyne of Pitts- 
burg, R. L. Stephenson of San Fran- 
cisco, Lot H. Brown of Columbus, i 
Colwell of North Dakota, C. B. Knight 
of New York, John L. Shuff of Cin 
cinnati and two of the loan agents 


who had long served under Mr. Clark 
and helped him to build the investment 


department, Messrs. Miller of Salt 
Lake City and Leonard of Lincoln, 
Nebr. 
Entertainment Features 

Over 400 agents attended the conven- 
tion Chere was ample entertainment, 
a cabaret dinner and dancing being 
the feature on Thursday evening and a 
banquet with Griffin M. Lovelace, direc 
tor of the Carnegie School as the only 
speaker on Friday evening, the dinner 
being followed by a dance Saturday 
afternoon the field men spent in visit 
ing the various departments of the 
home office, some leaving for their 


homes at noon Saturday 
Field Men Arranged Program 


It was purely an agents’ convention, 
the program having been gotten up by 
a committee of field men This was 
so successful that it was voted unani- 
mously to continue the practice another 
year. General Agent Smithers, of New 
Orleans extended an invitation to hold 
the convention in his city next year 
and the sentiment seemed to be strong 


ly in favor of accepting his invitation 
It is possible, however, that the com 
pany may hold a number of regional 
meetings instead of one big conven 
tion and this will be voted on later by 
the agents. 

President Sage showed himself to be 
the right man in the right place Al 
though this was his first year as a pri 
siding officer at the convention he 
handled the meeting like a veteran. He 
showed himself deeply interested in 
all the problems of the field force and 
demonstrated that he is equally at 
home in field and home olfice affairs 
He is a clear thinker and an able ex 
ecutive. 

Important Announcements Made 


Saturday's session 


close of 
important 


At the 
he made 
ments, which will go far towards keep 


some announce- 
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ing the Union Central in the forefront 
of life insurance progress under his ad- 
ministration. 

He announced that the total interest 
rate on funds left with the company 
would from Jan. 1, 1922, be 5 percent. 
A number of the farm loan agents of 
the company attended the convention 
and explained the splendid system of 
farm loans in which the Union Central 
is a pioneer. One of the big Union 
Central talking points is its high inter- 
est rate. 

President Sage also announced that 
the company will write endowments 
maturing at ages 60, 65 and 70 and the 
rates and dividend schedules for the 
first to the twentieth years were dis- 
tributed to the agents at the close of 
the meeting. 

An entirely new policy was also an- 
nounced, a life income endowment, 
joint and survivorship continuous in- 
stalment, maturing at ages, 60, 65 or 
70 and providing for settlement at ma- 
turity in joint survivorship continuous 
monthly instalments. The instalments 
are payab! e for either 10 or 20 years 
certain and thereafter during the joint 
life time of the insured and beneficiary 
and the life time of the survivor. 


Cash Value 


The definite announcement as to in- 
creased cash values was deferred until 
a later date but President Sage stated 
that the surrender charge would be re- 
moved to some extent in any event. 

The question of the company issuing 
sub-standard insurance was discussed 
but no action was taken. The com- 
pany’s incursion into the sub-standard 
field may be deferred for another year 
but it seems very likely that the com- 
pany will engage in sub-standard busi- 
ness at least to a limited extent at some 
future date. 

The question on the company writing 
accident and health insurance was dis- 
cussed but nothing definite was done 
regarding it. 

Another announcement was that a $5 
medical fee would be paid on all cases. 


New Service Bureau 


One of the most important announce- 
ments was that a new service bureau 
is to be established at the home office, 
for the assistance of agents, in writing 
business. Ways and means for help- 
ing the men in the field from the home 
office received full discussion and many 
valuable suggestions were offered. All 
these will be considered and the com- 
pany will announce its plans regarding 
the new bureau sometime in the near 
future, 


New Business Last Year 


The company wrote $107,000,000 of 
new business in 1921, with Chas. B. 
Knight,’ New York City agency, away 
in the lez id, having produced the record 
amount of $20,194,000. Mr. Knight had 
a delegation of 40 agents with him 
among whom was Joseph Gross who 
wrote the largest single amount ever 
produced in a year by an agent of the 
Union Central, nearly $1,300,000. The 
others who wrote over $500,000 and who 
received honorary decorations at the 
banquet were A, Sasseen of New 
York, Steve B. Hewes of Cleveland, 
S. Howard Swope of Cincinnati, Sam 

Walton of Little Rock, Ark., B. C. 


Sasse of Victoria, Texas, Frank E. 
Crawford of eg Harvey 
Thompson of New York, F. Lieber- 


man of New York and John = Hanes 
of Wichita, Kansas. 


G. M. Lovelace Speaks 


The banquet Friday night was a 
splendid affair. It differed from other 
banquets in that there was but one 
speaker and although there were many 
ladies present the talk was on insurance, 
one which, however, was of especial in- 
terest to women. It was on income 
insurance by Griffin M. Lovelace, the 
head of the insurance school of the 
Carnegie Institute. It was a thorough- 
going discussion of the value and im- 
portance of the monthly income plan 

Most of the convention was of 





course, given up to discussions on sell- 
ing, and many valuable points were 
brought out. Some Thursday were 
“Income Insurance,” “How to Use the 
Idea of an Insurance Program in Sell- 
ing Either Large or Small Policies,” 
“Insurance for the Farmer,” and “How 
to Answer Objections.” 

On Friday were discussed, “How Can 
Agents’ Efficiency Be Increased and 
Home Office Contracts with the 
Agency Force Be Improved,” “How to 
Get Prospects.” In the afternoon the 
delegates were given an opportunity to 
see the wheels go around at the home 
office and no session of the convention 
was held. 

On Saturday morning the discussions 
were on, “Our Clients—How to Pro- 
tect Their Interests,” “How to Prevent 
Lapses,” “Selecting the Proper Bene- 
ficiary,” “Making Up a Budget,” “Sav- 
ings Bank Life Insurance.” A feature 
of the convention was the attendance 
of the financial correspondents, some 
of whom have been with the company 
a long time and who are almost as 
familiar with insurance as the regular 
agents. 

While this was a convention wholly 
arranged by the agency force much in- 
terest centered in the new officers. 
Vice-Presidents Williams and Breiling 
presided at the sessions at different 
times. Allen Waters, chairman of the 
board, spoke at the banquet and made 
the presentation to the winners of the 
“500” contest. The new superintendent 
of agencies, Chas. Hommeyer and his 
assistant, P. J. Clark, spoke briefly 
at the closing session. Secretary R. 
Fred Rust had charge of some of the 
features of the entertainment. Jesse 
R. Clark, Jr., held conferences with his 
men in the investment department, 
John W. Pattison, son of former 
President Pattison, who has returned 
after having been abroad several years 
in war relief work and lately as an 
officer in the Polish army, was present 
and met many of the field men, 


NATIONAL LIFE, U.S.A. 
TO ERECT BUILDING 


(CONTINUED FROM PAGE 3) 


desire to provide for growth and future 
expansion; also to participate in the 
unmistakable trend to North Michigan 
avenue. 

“I have on my desk intimate detailed 
reports from all parts of the country 
(as we operate in thirty-five states) 
which reports convince me that better 
times are hard upon us and that pros- 
perity is just ahead. 

“In building out of the loop and in 
this North Michigan avenue section, our 
situation will be in the heart of a rich 
and architecturally beautiful center. We 
hope to have an outstanding office 
building in what is practically the front 
yard of the city. 

Will Be Great Show Place 


“Chicago avenue is the first great east 
and west artery north of the loop, and 
we are planhing to take advantage of it. 
The, time is coming when great build- 
ings’ will line North Michigan avenue, 
making it one of the showplaces of the 
country and one of the great streets of 
the world. 

“Our new building is to be as com- 
mercially practical as is consistent with 
the dignity and beautv of the line. Our 
company is a public institution and, as 
such, we recognize our obligation to the 
public and to this section of the city. 
We hope to make an artistic addition to 
something that will be in design and 
execution an asset to the community. 
Our company is a part of Chicago’s life 
and is in duty bound to do something 
more than erect a building. The build- 
ing erected must be a contribution to 
the architectural spirit of the city. If 
possible, we want to catch the old me- 
dieval spirit. We do not want the build- 
ing to be looked upon as occupying 
such and such a place or costing so 
many millions of dollars, but rather as 
a material expression of character and 
typical of Chicago.” 
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The new Book of Time has been opened and the first entry made. With the first month of 
the New Year, THRIFT has become a predominating sentiment of America,—‘‘Thrift” as ex- 
pressed in hard work, economy and the right investment of time and money. 


Banks are spending millions to advertise Thrift. People have made New Year’s resolutions to 
“save more. Statesmen are advocating Thrift. Missouri State Life Agents are able to harness 
this mighty force of timely sentiment to help them in the sale of Life Insurance by presenting to 
their clientele, our Famous Thrift Policy. ? 


More than $10,000,000.00 of insurance was sold last year on this one policy form alone. It 
is especially attractive to young men and young women working to build a future. It offers an 
attractive and easy plan of saving, at the same time, builds for them a Life Insurance estate. 


A Missouri State Life Contract Multiplies Your Opportunities Thru 


—An Accident Department 

—A Group Department 

—Liberal and Attractive policy contracts 

—Non-Participating and Participating Policies 

—Liberal dividends paid beneficiaries in addition to Monthly Income 
—Range of Insurable Ages 10 to 65 

—Provision for Substandard business 

—Extended Limits, $300,000 on one life 

—Sales Service Department 


Send for “Company Booklet.’”’ Address Dept. N 


MISSOURI STATE LIFE 


M. E. Singleton, Insuranc e Company Home Office: 


President St. Louis 


LIFE ACCIDENT HEALTH GROUP 


Our 1922 Slogan: ‘‘We Are Going Forward’’ 


























SIDELIGHTS ON UNION CENTRAL RALLY 


OME enthusiast once declared that 
S the Union Central Life was or- 
ganized more than half a century 
ago amid the shouts and prayers of an 
old time Methodist conference. Really, 
I doubt it not. Be he either an agent 


___ BY GAYLORD DAVIDSON— — 


| 


—= | 


Charlie Learned of 





E. Hitchcox and 


ithe St. Paul agency were well in evi- 


or a bystander at one of the annual re- | . | 
had preceded the bunch, but Standish 


unions of the premier producers of that 
company, he will be impressed with the 
fervent good fellowship and brotherly 
love permeating those gatherings. In 
fact the annual get-together meetings 
of the Union Central Life men are typi- 
cal of the entire field organization of 
this great company. It is the 100 per- 
cent brand of loyalty amalgamated in 
a composite picture that tells the story 
of successive achievement from year 
to year. 
Contingents En Route 


It was my good fortune last week, in 
returning from an over holiday visit to 
mv home in Minneapolis, to catch the 
tidal wave of last week’s gathering of 
the Union Central’s life’s “invincible 
army.” I struck it first leaving Minne- 
apolis, where the northwestern contin- 
gent, among them the veteran Frank 





dence. At Chicago E. A. Ferguson’s 
special cars, loaded to the gunwales 


vith members of his noted fighting ma- 
chine, joined the procession. Mr. Fer- 


guson and the veteran Jo Cotharian 
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| 

| landed in Cincinnati. On the way down 
two special cars were added, filled 
with college boys and girls returning 
to school. It was a question which 
car was the more joyous, as between 
the boys ard girls and the life men. 


Feel Jesse R. Clark’s Death 


The proceedings of the convention at 
Cincinnati will duly recorded in the 
usual department, but I trust I may be 
permitted to paint a few of the side- 
lights which may be of interest. A sense 
of profound sorrow pervaded the entire 





Life, happened upon the 





Cincinnati, and gives some of his impressions of that 


Mr. Davidson, who for the past three years has been “the ace” with 
the Shenandoah Life of Roanoke, Va., and prior to that time associated 
with Manager E. A. Ferguson of the Chicago agency of the Union Central | 
Union Central’s agency meeting last week in 


gathering and its 





personnel. 
was in charge, smiling, urbane and | assemblage in the knowledge that their 
aa rwh , ry ee as usual His good meetings could not be dignified by the 
a fh em e om potionast the " old timer | presence of the greatly beloved Presi- 
right hand man was the dent J. R, Clark. The loss by his death 
Harry K. Allen, and amid the good is not only an official one, but personal 


fellowship there was a tinge of sadness 
in the knowledge of Mr. Allen’s re- 
cent bereavement in the death of his 
devoted wife last month. 

The company was augmented mate- 
rially at Indianapolis and other points 
so that it was a happy crowd that 


| to the depth of feeling that brings tears 


| 


men. It was felt 
ever did that 


to the eyes of strong 
keenly that more than 
towering building represent a_ typical 
monument to the former leader, under 
the knowledge that it was his building 
and his dream. 

The new president, John B. Sage, car- 
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ries the mantle of successorship with 
quiet dignity and will prove in every 
Sense worthy of the high position 


Allen Waters’ Personality 
Vice-President, 
omni-present 


Allen D. Waters seemed 
the dining room and 
lobby of the Sinton, and in the ass¢ mbly 
rooms of the Union Central 
The wonderful thing about 
that amidst his exacting 
official duties he remembers 
and name and with it 
word of praise and a goodly prophecy of 
better for the coming year, Mr. 
Waters of two schools of statesman- 
ship life insurance official. He is 
of that old school of chivalry and dignity 
that lived years ahead of his day in 
prophecy of great achievement. In that 
old school he lived fundamentally as a 
builder of agencies ina day when agency 
building called forth genius of the high- 
est order. He is a veteran and a philoso- 
pher of the new school of every advanced 
method of agency organization. As a 
combination of the two epochs—and Mr. 
Waters mind you is still a young man— 
he is a chieftain, purposeful, wise and 
still prophetic in the coming years of 
company building. 

Strangely enough as a paradox, an¢ 
other one of my admired ones among the 


in 


building. 
this man is 
and varied 
every face 
comes a kindly 
things 
is 


as a 


Union Central's magnificent official life 
is Dr. William Muhlberg. Yes, he has 
turned down some of my cases in the 
past, but he has done it so gently and 
sweetly and with such perfect equity, 
that you cannot help loving him the 
more. Certain it is that Dr. Muhlberg is 


preeminently one of the greatest di- 
agnosticians in life insurance circles. 
He is not only a national character in 


medical jurisprudence as relating to life 
insurance medical knowledge, but he 
has contributed greatly to life insurance 
literature along the conservation of life. 


Tribute to E, A. Ferguson 


Always a dominant figure and always 
seeking self-effacement, while practically 
the spirit of these annual meetings, Ed- 
ward A. Ferguson, the Illinois manager, 
stands as the nestor and practically the 
spirit of that company’s marvelous 
achievement. There are other large and 


noteworthy general agencies of the 
Union Central Life, but we must give 
to Edward A, Ferguson the palm of 


achievement along all constructive lines 


in general agency building and con- 
structive success. 
He is a pioneer in bringing to this 


marvelous business ethics of practice 
that have become now cardinal points in 
practically the entire operations of all 
companies as relating to agency or- 
ganization activities. There is much yet 





to copy from Mr. Ferguson's methods, 
but his intrepid stand along business 
lines and the square deal in competition 
have placed him far and ahead of the 
life insurance managers of the country. 
His agency organization stands four- 
square with that creed of loyalty that 
spells not only service but a high de- 
gree of honor. Mr. Ferguson has never 
sought for the spectacular His pity 
for that quality of agency activity that 
persists in luring good men from other 
agency connections is profound. Alienat- 
ing men under promises of something 
better long since received a body blow 
from Mr. Ferguson. 
J. L. Shuff 

No account of any Union Central Life 
reunion would be complete without a 
reference to “Jack” Shuff—brilliant, 
kindly, wonderful “Jack” Shuff, Love 
him as 1 do, I smile at every meeting 
experience. He never knows me. I do 
not wonder at it and I am not concerned 
ibout it, for I must think that he does 
know who I am Yet, when I met him in 
the Seelbach at Louisville, while he was 
campaigning with Cx for the presi 
dency, I gave him an awful ‘scare, for 
I believe he took me for Woodrow Wil- 
son Later, during the “Billy” Sunday 
meetings in Cincinnati, he ran across 
ne int lobby of the Sinton at an hour 
when Billy Sunda was givir the 
devil the worst of the sixteenth round 
1 t the t ernac ind here was an- 
other jolt for “Jack Ss it happened 
l t week lat wl 1 he iw me again 
gz th gang ir r bby of the 

Sit i e sim} tl h inds 
I w I 1 mor space ell of 
ich that would I t fe in- 
ran world of tl e? r tha 

eting It was is it 1 er beer 
y f men iiever Y fizht- 
Ww ers ( l i i fa vy gath- 
1 will, ; that is just what 
t 1 f Vv « I I thers 
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January 12, 1922 


GREEN SIGNAL CLUB 





Home State Producers of Illinois 
Life Stage Annual Conven- 
tion in Chicago 


DOERFLER NEW PRESIDENT 





Many Interesting Talks Heard—Vice- 
President R. W. Stevens Presides 


at Business Sessions 





Home state producers of the Illinois 
Life who wrote $50,000 or more of 
business during 1921 gathered in Chica- 
go last Saturday for the 13th annual 
convention and banquet of the Green 
Signal Club. It was the most largely 
attended meeting of the organization, 
and the business sessions were of a 
practical and interesting nature, 
George H. Doerfler, of the Corn Belt 
Agency, is the new president of the 
Green Signal Club. His elevation to 
office retains for his agency the top 
position, as the retiring president, 
James E. Wroughton is also of the 


representatives of the company. Ed- 
win Hansen, of the Chicago agency, be- 
comes first vice-president; Daniel B. 
Ryan, of J. M. Kelly’s south side Chi- 
cago agency is second vice-president 
and Earl N. Effer, of Jacksonville, LIL, 
third vice-president. 
R. W. Stevens Presides 


R. W. Stevens, vice-president and 
agency manager of the Illinois Life 
and George A. Doerfler, the new presi- 
dent of the Green Signal Club, presided 
at the business conference on Satur- 


' day afternoon. James E. Wroughton, 


retiring president, was the first speaker 
Mr. Wroughton said that the country 
is emerging from a period of business 
depression. He declared that the good 
salesman of today will be a phenomenal 
producer tomorrow. The ability to 
write business today indicates big pos- 
sibilities for tomorrow. Mr. Wrough- 
ton said that the successful life man 
must work 10 hours a day, either phy- 
sically or mentally. 

In accepting the seat of honor, 
George A. Doerfler said that during 
the year he has learned to stop talking 
about the cash loan and surrender value 
of a policy. A man buys life insurance 
to protect his family, Mr. Doerfler said, 
and anything that gets away from this 


i idea during the course of a canvass is 


a side issue, and away from the main 
point. Mr. Doerfler advised Illinois 
Life men to sell hfe insurance wholly 
and solely to protect the beneficiaries 
and dependents of the applicant, 
Secretary Arnold’s Talk 


One of the most interesting talks 
heard was that of Secretary O. J. Ar- 
nold who had as his subject “Helping 
Policyholders in Hard Times.” Mr. 
A ows Id aid hat lh ; oO hea ~_ he 
Arnold said that during the year, the 
Illinois Life paid $45,000 in death 


(CONTINUED ON PAGE 20) 





Corn Belt Agency. Election to office | 
in the Green Signal Club is determined 
by the paid for business of the Illinois | 











claims on policies in force under pre- 
mium notes. This insurance was saved 
» beneficiaries through liberal exten- 
sions of premiums by note Mr. Ar- 
nold said that 1921 was a hard year for 
policyholders generally, and the com- 
, pany « led itself to aid those st 
1ced O as ance No yr Mum 
note paper has been included in the 
‘ Ip: s assets lhe pany mere 
ly extends the due date of premiut 
o coincide with the collection date o 
e note | 
Policv loans were exceptionally 


| 





LIFE INSURANCE EDITION 





It Rained Duck Soup and 
He Was There With a Bucket 





EANING that he was right on hand to get his portion 
of the blessing. 


Applying it to the status of a Lincoln Life agent it means that he 
is always prepared and equipped to get the business. 


He is prepared by special Home Office training and by careful 
field supervision to systematically solicit the business. He is 
equipped by up-to-the-minute policies, both participating and 
non-participating. He is backed by Home Office service 
which accepts the risk on practically every application he sends 
in and which shoots his policies back to him, ready for delivery, 
in record breaking time. 


Because Lincoln Life salesmen are always in position to take 
care of the business, it pays to 





The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $195,000,000 in Force. 
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notice that Superintendent Ben C. Hype 
of Missouri sent to all Illinois insurance 
companies of every description operat- 
ing in his state. Superintendent Hovus- 
ToN of Illinois in putting the new law 
of Illinois into effect regarding recipro- 
cal insurance exchanges notified these 
organizations that the minimum surplus 
required under the new law must be 
deposited with the state. He also noti- 
fied outside reciprocals operating in 
Illinois that they must either deposit 
this amount with their home state or 
with Illinois. 

Superintendent Hype of Missouri, a 
state that is honeycombed with recipro- 
cals which have great political power, 
notifies Illinois companies licensed in 
Missouri — stock, mutual, assessment, 
and reciprocals—that their licenses will 
not be renewed unless Superintendent 
Hovuston’s ruling is withdrawn or modi- 
fied. 

If Superintendent Hype had confined 
his sweeping ukase to Illinois recipro- 
cals operating in Missouri, nothing 
would have been thought of it. How- 
ever, when a state superintendent feels 
that he has the power to withdraw or 
refuse to renew the licenses of all kinds 
of companies simply because he objects 
to the ruling of the superintendent of 
a sister state on an issue in which these 
companies are in no way involved, the 
thinking public cannot help but see the 
grave danger to which they are ex- 
posed. Ninety-nine per cent of the 
companies are not interested ‘in this 
ruling. They have nothing to do with 
the reciprocal law or its interpretation. 


If his ruling is not in accord- 
then the reciprocals 


cal act. 
ance with the law, 
have 
rights. 
great state like Missouri in a high- 
handed manner notifies all Illinois com- 
panies that their licenses will not be 
renewed because of this ruling on an 
act that is entirely foreign to them, it 
shows the autocratic power that resides 
in the office of a state supervising offi- 
cial. 
do not believe that Superinten- 

dent Hype will be able to carry out his 
threat. The reciprocals at Kansas City 
have entirely too much to say in Mis- 
souri. They have shown their teeth 
on numerous occasions. Threats have 
been made by Missouri superintendents 
and state officials in the past as to what 
would be done with other companies 
when any action was taken that the 
Kansas City reciprocals did not enjoy. 

We trust that Superintendent Hovus- 
TON will stand by his guns. 
also that the Illinois companies will 
not be panic-stricken by this autocratic 
action at Jefferson City. If the Illinois 
reciprocals and those of other states 
are operating in good faith and they are 
honestly conducted and want to deal 
fair with their policyholders and the 
public in general, they should certainly 
be glad to have the opportunity of de- 
positing with the state the minimum 
surplus required under the Illinois law. 

We believe that the time has come to 
call a halt on the abuse of power ex- 
emplified by some of the state supervis- 
ing authorities. 


Capitalize Thrift Week 


“NATIONAL TuHriFt WEEK” for 1922 
occurs Jan. 17-23, always beginning on 
BENJAMIN FRANKLIN’s birthday, the first 
great American who fought for thrift. 
Last year, it is estimated by WINsLow 
RusseEtt, $75,000,000 of new business was 
written as a result of “Thrift Week.” 
What will the harvest be this year? 

Life insurance men everywhere should 
talk thrift as a part of their program, 
especially in the month of January, when 


many fublicity and educational helps are 
given through “Thrift Week.” This is 
a good month to encourage prospects to 
start keeping a budget. Distribute leaflets 


on thrift through life insurance. See that 
your daily papers publish articles on 
thrift. Work up a little circular cam- 


paign of your own based on thrift. You 
will find that it will arouse more interest 
at this time than at any other. In other 


capitalize “THRIFT WEEK.” 


words, 


Useful Purpose of Life Insurance 


One of the most useful purposes to 
which life insurance is put is placing in 
the hands of an executor or administra- 
tor of an estate sufficient funds to keep 
it intact and pay the unusual expenses 
that arise from the death of the former 
owner. It frequently happens that the 
owner is engaged in some business that 


,ticular time, 


has to be carried on until it can be sold 
or adjusted in some way. At this par- 
therefore, there is great 
need for ready cash, There are legal 
fees, probate expenses and other debts 
that have to be taken care of. Life in- 
surance provides money for these and 
for inheritance taxes as well. 


We trust | 


access to the courts to gain their | 
When the superintendent of a | 








advancement. All 
the interests oi 
again. 


opportunities 
that I have 
art, I would surely do 
had the good fortune to be happily 
married and I would marry again. On 
the whole I am well satisfied with my 
life.” 


for 
done in 


Because he closed the year 1921 with 
a larger amount of pard-for-ordinary 
business than any other industrial 
agent of the company has even shown 
for a year’s work, Charles G. Brown, 
better known as “Buster” Brown, star 
producer of the Life Insurance Com- 
pany of Virginia, is being congratulated 
by his many friends. He passed the 
$250,000 mark in 1921 and it is pre- 


dicted that he will go over the top 
with more than $300,000 this year. 
A complimentary dinner is to be 


given in Philadelphia, Saturday evening 
next, to Walter Lemar Talbot, president 


of the Fidelity Mutual Life, in com- 
memoration of the completion of 40 
year’s service with the comnery, Mr. 


Talbot has been one of the big figures 
in the growth of the Fidelity Mutual. 


M. L. Griffiths, manager of the 
Guardian Life at St. Paul, and two em- 
ployes frustrated an attempt to break 
into the company’s vaults in the Guar- 
dian Life building last week, subdued 
and bound the bandits and held them 
until the police arrived. Mr. Griffiths 
discovered the two men at work trying 
to crack the safe when he visited his 
office late in the evening. 

Chastain M. Billingsley, manager of 
the Travelers life and accident de- 
partment at Philadelphia, is dead. He 
had been with the Travelers since 1908. 


He became manager at Washington, 
July 1, 1908. In 1910 he was trans- 
ferred to Reading, Pa. In 1911 he 


went to Newark and on June 1, 1913 he 
was placed in charge of the Philadel- 
phia branch, 

William Horley, for the last five years 
state manager in Kansas for the Mid- 
West Life of Lincoln, Neb., who has 
resigned 
the National Reserve Life of Topeka, 
was recently elected president of the 
Topeka Life Underwriters 
He has been with the 
for 11 years. George Godfrey Moore is 
president of the National Reserve Life 
and the two men are very close friends. 


The Union Central Life will, 
before June 30, 1923, 
pletely its home office building, a part 
of which has been occupied by the 
Cincinnati Chamber of Commerce, 
which has owned the site on which the 
building was erected. 


interest and will take over the two floors 
occupied by the Chamber, which will 
now probably erect a new building of 
its own. The terms of the option, 


I have | 


to become vice-president of | 


Association. | 
Mid-West Life | 


on or| 
take over com- | 


The company | 
will pay the Chamber $600,000 for the | 


ager of the New York Life at Indian- 
apolis but for some years past engaged 
in real estate business, died at his home 
in Greencastle, Ind., last week aged 72 
years. He had been active in Methodist 
Church affairs for many years and was 
accorded high praise by members of 
that denomination at his funeral which 
was held in Green Castle, Monday. 


At the annual meeting of the Union 
Central Monday the old officers were re- 
elected and Capt. John W. Pattison, 
son of former President Pattison, who 
has lately returned from overseas where 
he served as an officer in the Polish 
army and also with the Y. M. C. A. and 
other relief organizations, was elected a 
vice-president. 

Capt. Pattison has for several years 
been especially interested in military 
matters and now returns to business in 
the company which his late father, John 
M. Pattison, established so successfully. 

Capt. Pattison is a young man of 
ability and pleasing address whom his 
many friends will be pleased to see 
enter the service of the company of 
which his father was for so long a time 
the head. His duties as vice-president 
have not yet been assigned. 


A notable tribute was paid to Presi- 
dent John M. Stahl of the Farmers Na- 
tional Life of Chicago The other day at 
the meeting of the directors. President 
Stahl had remarked in the course of his 


' talk, “If I remain with the company.” 
| Each one of the directors expressed 
himself very vigorously and asked 
President Stahl to pledge himself to 


remain at the head of the company as 
long as he lives. President Stahl did 
|} not go that far but promised to serve 
as president as long as he is active in 
business. He has been the head of the 
company since it was organized. 





Franklin Lee Stevenson, acting assis- 
tant agency manager for the Equitable 
of New York in Chicago, has joined 
the D. G. Drake Agency of the Na- 
tional Life of Vermont. Mr. Steven- 
son, who was a member of the $150,000 
corps of the Central Century Club in 
1921, was one of the large producers 
for the Equitable of New York. He is 
also an authority on short story writ- 
ing, being a professor in short story 
writing in De Paul University, 
Chicago. He is widely known as a 
lecturer on this subject. He is also 
one of the founders and president of 
the Illinois Press Writers Association. 


Sam K. Walton, 


who has been con- 
nected with the C. G. Price agency of 
the Union Central at Little Rock, has 
been appointed state agent of the Union 
Central for Oklahoma at Oklahoma 
City. Mr. Walton succeeds C. S. Mc- 
Gaughey, who has resigned because of 
ill health. Mr. Walton has had a very 
successful career as a producing agent 
with the Little Rock agency and his 
home office anticipates a greater suc- 
cess for him in his new field. 
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SWEEPING ORDER MADE | 


MISSOURI ARBITRARY ACTION 


Hyde Tells Illinois 
He Will Not Renew 
Licenses Unless Houston Relents 


Superintendent 
Companies 


Superintendent of Insurance Ben C. 
Hyde Missouri threw a bomb in the 
camp of all Illinois home companies of 


all descriptions operating in his state 
when he notified them that he would 
not renew their licenses unless Super- 


intendent Houston of Illinois withdrew 
his ruling to the effect that outside re- 
ciprocal institutions under the new IIli- 
nois law, have to put up the minimum 
deposit either with their home depart- 


ment or with the Illinois department. 
The new law governing reciprocals 
went into effect Jan. 1. It requires 


$25,000 minimum surplus for reciprocal 
institutions writing automobile insur- 
ance, $50,000 for those writing work- 
men’s compensation insurance and 
$25,000 for those writing plate glass 
insurance. In other words, if a recipro- 
cal writes these different kinds of insur- 
ance it must have $100,000. 
Superintendent Houston declared 
that under the new law Illinois recipro- 
cals must deposit this minimum amount 
with the state imsurance department. 
Many reciprocals take the position that 


they do not have to put this up with 
the state if they have it on hand and 
file an affidavit with the state that they 
have complied with the law in main- 
taining this sum. When Superinten- 
dent Houston made his ruling, he 
notified the various state insurance 
ments. 

Superintendent Hyde advised him 


under date of Jan. 4, that in the opinion 
of his department, this ruling is not 
justified either by the law of Illinois or 
Missouri. He states that if this ruling 
is enforced, it will result in a denial of 
renewal licenses to such exchanges as 
are domiciled in Missouri and now 
licensed in Illinois. He therefore, ad- 
vised Superintendent Houston that 
unless this ruling is withdrawn or modi- 
fied, the licenses of all Illinois insur- 
ance companies operating in Missouri 
will not be renewed. Mr. Hyde tells 
Superintendent Houston that certain 
it is that the laws of Missouri relat- 
ing to reciprocal or interinsurance do 
provide for the deposit of assets 
bv the exchanges of Missouri with the 
Missouri department. It is impossible, 
he says, for exchanges domiciled in 
Missouri to comply with the Illinois 
ruling which will mean as he 
that their licenses will not be 
Superintendent Houston 
that als of 


not 


renewed 


makes it 
outside 


very plain recipro 

states licensed in Illinois must be on 
the same basis as the Illinois ex- 
changes.. They must have the mini- 


mum surplus required and it must be 
deposited either with their home state 


or with Illinois so that he will know 
that the requirements have been met. 
McMURRAY STANDS PAT 
INDIANAPOLIS, IND., Fen: 11. 
Superintendent B. C. Hyde of Missouri 
has_ notified Sceeetiniemer Thos. S. 
McMurray, Jr., of Indiana that, if he 


does not rescind his ruling that recipro- 
cals and mutuals which wish to do 
business in Indiana must put up $25,000 

with the Indiana department, this ap- 
plving to home companies and those of 
other states as well, he will revoke the 
licenses of all Indiana companies oper- 
ating in Missouri. This means not 
only mutuals and reciprocals which do 
a reciprocal business but all stock and 
mutual companies which do a fire, life 
or casualty business as well A num- 
her of the Indiana fire and life com- 
panies do business in Missouri 
Commissioner McMurray has advised 
he 


the Missouri superintendent that 
will not rescind his order. 
Commenting on this stand he says, 


takes it, | 








of the 





| Mo., 


| be back of 
| companies. 


jannounces that he 





LIFE 


WILL START IN SCHOOL 


COURSE IN LIFE INSURANCE 


President of the University of Okla- 
homa Makes Important Announce- 


ment to Underwriters 


OKLAHOMA CITY, 
11.—The University of 
begin next July and continue 
August a course in life insurance 
manship modelled after the Carnegie 
stitute course, Stratton D. Brooks, 
ident of the university, announced at 
a meeting of the Oklahoma Life Under- 
writers’ Association here. 

Oklahoma will be the third university 


OKLA., Jan. 
Oklahoma will 
through 
sales- 
In- 
pres- 


in the United States to begin such a 
course, President Brooks said. The first 
such course was given at Carnegie ‘In- 
stitute, and Colorado has such a course 
at the state college. 
Will Cover Wide Scope 

Every phase of the life insurance 
salesmen’s work will be taken up, 
President Brooks said, including insur- 


ance 
with 
are 


information not directly concerned 
selling. Entrants for the course 
expected to come from Oklahoma, 
Missouri, Kansas, Arkansas, New Mexi- 
and Texas. 
Students in the course will reccive 
certificates of graduation, which will be 
based in a large measure upon the rec- 
orus made in demonstrating actual sell- 
ing ability. While a large part of the 
course will be along technical lines, 
practical application of the theories ad- 
vanced will enter into the grading. 
“This course is the greatest step ever 
taken by life insurance men in Okla- 
homa,” Marmaduke Corbyn, president 
life underwriters’ 
general agent for the 
Lite, said. “A large number of the 
experienced salesmen are planning to 
take the course, which will be of un- 
told benefit. A large number of bank- 
ers also contemplating enrolling 


co 


Central States 


are 


for the course.” 

“I am in office to protect the policy- 
holders of Indiana and this I propose 
to do. I am sorry, of course, if any 
worthy companies may be embarrassed 
tor a season by this controversy, but 
I am convinced that the condition in 


1 


the reciprocal field is such that testing 
onditions must be imposed on them 
to determine their solvency. In In- 
diana, this does not apply to recipro- 
cals doing a compensation business as 
they not under the jurisdiction of 
my office.” 
In view of the 
tude assumed by 
of Missouri it ‘ 
servers that 
ship of C. M. 


are 


atti- 
Hyde 


very favorable 
Superintendent 
is claimed by some ob- 
the well known friend- 
Howell of Kansas City, 
for Superintendent Hyde and his 
brother, Governor Hyde, is at least 
tificant of the influence which may 
the move against Indiana 


sig? 


Houston of Illinois 
intends to stand by 


Superintendent 


his ruling and if the Missouri depart- 
ment fails to renew the licenses of 
Illinois companies that are entitled to 
license, he will take similar action 


all Missouri companies. 


against 


National Guardian Promotions 


W. J. Wandrey, assistant 
of the National Guardian Life 
Wis., who went to the company 
the Wisconsin insurance depart 
ment, has heen appointed agency sec 
ry He has been in charge of 
agency matters for the Nationa, 
Guardian during the last six months 
F. A. Regan, policy registrar, has been 
appointed assistant secretary and will 
have charge of the restoration depart 
ment. 


secretary 
of Madi- 
son, 


from 


INSURANCE 


EDITION 


TO ‘START THE BUREAU | 


HOLCOMBE, JR. IS MANAGER 


Will Carry on Important Research 
Work for Life Companies at 
Carnegie Institute 


NEW YORK, Jan. 11—John M. 
Holcombe, Tie son of the president o! 
the Phoenix Mutual Life, has been se- 


newly created 
bureau of the 
formation ol! 
upon by the 


manager of the 
insurance research 
Carnegie Institute, the 


which was determined 


| 
ected as 


life 





association and | 


, importance in 


Association of Life Agency Offcers at 
the fifth annual gathering of the or- 
jon zation held at Chicago in Novem- 
ber last. Young Mr. Holcombe, prior 
to assuming his present connection had 
be¢ . in haves of research work at the 
head office of the Phoenix Mutual Life 


and hence is peculiarly adapted to carry 


F 


out the program of the Carnegie In- 
Stitute, 

[he research bureau will make an in- 
tensive study of courses for life insur- 
ance agency instruction; the types of 
men likely to make a success in life 
insurance field work, and in general will 
take up in a systematic and broad 
gauged manner what most of the life 
companies are now doing in a more re- 


stricted way for their individual benefit. 


Will Have Advisory Council 


It is likely that a council of company 
men will be selected to supervise in a 
general way the work of the research 
bureau. The personnel of such commit- 
tee will probably be determined at a 
meeting of directors of the Association 
of Life Agency Officers to be held in 
the offices of the Union Central Life 
at Cincinnati Jan, 19. The suggestion 
has been made that a representative of 
the Equitable Life of this city, among 
others, so serve, W. E. Taylor, vice- 
president of the Equitable Life being 
chairman of the organization and one 
ot its most enthusiastic and efficient 
members. Dr. A. A. Hamerschlag, 
ident of the Carnegie institute, 
Griffin M. Lovelace, director of the in- 
stitute’s salesmanship school, are both 
greatly interested in the new research 
bureau and will aid to the full extent 
of their power in making it the success 
hoped for. 
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$15,000,000 new  busi- 
Oklahoma in 1921 
figure is $14,737,225, being 
than 1920 yielded. 
training Mr. Starkey 
strong agency torce; 
wrote over a million 
men who produced ap- 
half of the company’s 
the year, an average of 
eir names are: Sam M. 
[ eonard, \ eh 


Edwin 
director of 
nent Life of 
approximately 
ness produced in 
The exact 
$257,225.00 more 

By intensive 
has developed a 
two men who 
ten 


and 
roximately 


ior 


acn; 


Raines, 





( 
Bert R. Reed James B. Rogers. J E. 
Matlock, H. M. Cardwell, N. C. Mc 
Lean, R. F. Sampson and Tom F 
Mc Mechan 
Iowa Equitable’s Meeting 

General agents for the Equitable 
| Life of Iowa held a mae days session 
lat Des Moines Frid: and Saturday. 
\Salesmanship and_ selection of risks 
were th topics of discussion in the 
| main There is an especial interest 
in the latter topic when policy holders 
lare so frequently asking for extension 
of payments due to the business de 
pressio1 The Equitable offici als are 
very proud of their record of keeping 
|70 per cent of the business written 
|since the company was organized still 
lon the books and the policies of the 


| concern 


were emphasized as of great 
the handling of the busi- 
‘ness of 1922. 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mut ual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
‘or net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 


JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 

















The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 


Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 





Our Complete Protection 
Combination is the ideal form of 
insurance coverage 














THE NATION VAL UNDERWRITER 


January 12, 1922 




















ACTUARIES 








_ F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











RANK J. HAIGHT 
CONSULTING 
ACTUARY 

610-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, [OWA 








ro C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. M 
e@ COUNSELOR AT L 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and #: Life In- 


a ey rage Law of 
Colcord Bidg. Bic amona civv 








J H. NITCHIE 
sd 


ACTUARY! 
1523 Association 19S. LaSalle St. 
Telephone State 4 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 











Consucttine Actuary 
04 Kraft Buildin: 


Po Sona S. WITHINGTON 
DES MOINES, IOWA 


402-4 
Tel. Walnat 3761 








Actuaries & Examiners 
600 Gates Building 
Kansas City, Mo. 


OHN E. HIGDON 
OHN C. HIGDON 














“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, lowa 

















CHICAGO LIFE FIGURES 


COMPANIES’ 1921 EXPERIENCE 
Show Same Tendency as in Other 
Sections—Farmers National 


Makes Notable Gains 


The Chicago companies, in their re- 
ports on 1921 business, show approxi- 
mately the same tendency as all of the 
life insurance companies. There is a 
noticeable falling off in premiums, al- 
though in most cases the 1921 figures 
are equal to or better than the 1919 
total. The companies have experienced 
heavy lapsations, but all show strength- 
ened financial condition, and the ex- 
perience in the past year on mortality 
has been the best in the history of 
Chicago life insurance companies. 

The Illinois Life paid for $24,938,000 
in new insurance last year, compared 
with $34,052,374 in 1920 and $29,579,090 
in 1919. The insurance outstanding on 
Dec. 31, 1921, was $138,000,000, an in- 
crease of $9,417,624 over the preceding 
year. ‘Total admitted assets are now 
$19,360,000, compared with $17,639,- 
872 in 1920. The legal reserve has been 
increased to $16,111,000, compared with 
$14,724,631 in 1920. The Illinois Life 
has special funds and other reserves of 
$1,949,000 and unassigned funds and 
capital totalling over $1,300,000. 


Farmers National Shows Increase 


The report of the Farmers National 
of Chicago is of special interest, for it 
is one of the companies which write 
nearly all of their business among the 
farmers, and it has been able to show 


an increase in new busienss in the 
year 1921. The new business for the 
past year is over $1,000,000 greater 


than the preceding year, the 1921 figure 
being $8,699,900, compared with $7,459,- 
350 in 1920 and $6,069,100 in 1919. 
This consistent increase has been main- 
tained through the difficult year of 
1921. The insurance in force is now 
$22,392,907, an increase of $4,114,453, 
also a commendable figure, as its terri- 
tory has been that which has been 
hardest hit by the business depression 
and lapsation has been most common 
among farmers. Total assets have in- 
creased considerably, now being $1,420,- 
985, and surplus $424,172 

December was in every way the big- 
gest and best month in the history of 
the company. During the first nine 
days of January it gained more insur- 
ance in force than in all of January, 
1921, or 1920. 






North American Life 


The North American Life of Chicago 
shows total admitted assets of $6,750,- 
000 as of Dec. 31, 1921. The total as- 
sets in 1920 were $5,860,688. The sur- 


plus is now $900,000, compared with 
$816,000 in the preceding statement. 
The total income during 1921 was 
$2,200,000, compared with $2,100,333 in 
1920. The disbursements in 1921 were 
$1,350,000, compared with $1,442,085 in 
1920. The amount of new insurance 


paid for 1921 was approximately $14,- 


000,000, compared with $19,128,634 in 
1920 and $14,430,464 in 1919. The in- 
surance in force on Dec, 31, 1921, was 


$60,200,000, an increase of approximately 
$100,000 over 1920. 

The Security Life of Chicago paid 
for $9,000,000 in new business in 1921, 
compared with $13,000,000 in 1920 and 
$9,890,587 in 1919. The increase of in- 
surance in force in 1921 was $2,000,000, 
bringine the total of insurance in force 
to over $37,600,000. 


American Bankers 


The American Bankers of Chicago 
has $18,750,000 insurance in force, an 
increase of $212,129 over the 1920 fig- 


ure. The company wrote $4,100,000 in 
new business during 1921, compared 
with $5,055,155 in 1920 and $5,599,129 





STATUS OF NEW WORK 


FEATURES OF SUBSTANDARD 





Penn Mutual Life Establishes Rules of 
Practice in Its Newly Estab- 
lished Department 


The Penn Mutual Life expanded its 
sub-standard department Jan, 1, and be- 
gan rating up cases on account of physi- 
cal impairment. During the year pre- 


vious the Penn Mutual had covered 
occupational hazards that it had not 
done theretofore. Under its expanded 


policy it will now take cases in twelve 
groups that have been on the prohibited 
list. The Penn Mutual will begin issu- 
ing the double indemnity clause Feb. 
The Penn Mutual for the time being 


will confine its acceptance of sub- 
standard business to cases of over- 
weight or under-weight or with a 


hsitory of asthma, pleurisy, albuminuria, 
sugar, renal colic, rapid, irregular, or 
intermittent pulse, goitre, gall stones, 
gastric or duodenal ulcer or family his- 
tory of tuberculosis. Sub-standard 
risks will be handled by either charging 
an extra premium which will be non- 
participating and will not increase the 
policy values, or by advancing the age. 
The method will depend upon the na- 
ture of the impairment. The Penn Mu- 
tual agents are instructed not to take 
any brokerage sub-standard business. 


Some of the Rules 


Some of the sub-standard rules pro- 
mulgated by the Penn Mutual are as 
follows: 

The under-average business will be 
limited as to amount on individual lives 
and to ages 50 and under, which limita- 
tions and others mentioned herein would 
indicate a minimum extra premium of 
about $15 per thousand of insurance. 

For the present it is intended to is- 
sue only the forms for under-average 
business applicable to ordinary life, lim- 
ited payment life and endowment, with 
or without extended insurance, as may 
be determined, and to reserve endow- 
ments. ‘Trust certificate and continuous 
installment forms will not be issued at 
present, nor will under-average cases be 
issued with any disability benefits. 

The business must be originated only 
by Penn Mutual agents. 

Agents are not expected to solicit cases 
known to be under-average. 

If, upon inquiry, an applicant is found 
to be impaired, the case should be sub- 
mitted to the company for an opinion 
before an examination is made. 

It is not the company’s intention to is- 
Sue under-average business on cases 
showing impairments other than those 
listed above in the second paragraph. 


Ruling on Fees 
The ruling regarding fees 
the reopening of declined 
cases will be as follows: 
If an applicant has ever been declined 
by this company, or if declined, post- 
poned, rated-up or limited as to kind or 
amount of insurance within: two years 
by this or any other company, and an 
examination is made without authority 
from the medical department, the fee 
shall be charged to the agent if again 
declined, postponed, rated-up or limited, 
unless the rated-up or limited policy is 
placed and the premium colected. The 
company will not, however, reopen cases 
declined prior to July 1, 1921, with the 
idea of issuing under-average policies. 
In accordance with the _ resolution 
adopted by the agency committee Dec. 
6, full first and renewal commissions as 
stipulated in standard contract of agency 


governing 
and postponed 








will be allowed on the total premium 
payable. The company reserves the 
right to modify and change such come 
missions for future business on sixty 
days’ notice. Extra charge for occu. 
pational hazard is to bear no commis- 
sions, 

——— 

in 1919. The capital is $118,505 and the 


surplus $35,000. 

The Peoples Life of Chicago paid 
for $2,700,000 in new business during 
the past year, compared with $140,000 
in 1920 and $972,062 in 1919. 





SERVICE BUREAU PLANS 


—_— 


NEW WORK IN UNION CENTRAL 





W. Howard Cox of the Home Office 
General Agency Will Be 


in Charge 
The Union Central will establish a 
service bureau for its field men with 


W. Howard Cox, for some years assist- 
ant manager in the home office general 
agency under John L. Shuff, in charge 
with the title of assistant secretary. Mr. 
Cox combines a home office actuarial 
with a general agency experience, as 
he started with the company some years 
ago in the actuarial department. He 
has had charge of somewhat similar 
work in the Shuff general agency to 
what he will now do for the agents at 
large. The new department will serve 
the field force in furnishing them with 
selling material, methods of conducting 
an pene? etc. 

Wm. F. Pattison, who has been with 
the nae 25 years in charge of 
claims, is also made an assistant secre- 
tary. He is a cousin of Capt. John W. 
Pattison, who becomes connected with 
the company as vice-president. 


May Extend Field Club Activities 


The Chicago Field Men’s Club is 
considering the extension of its or- 
ganization to Springfield, Ill. D. E. 
Beynon of the Mutual Life of New 
York in Springfield has asked permis- 
sion to solicit memberships in Spring- 
field and organize a branch club. -He 
has been given permission to solicit 
the memberships, and the club is now 
considering the organization of the 
branch. It will probably form a 
Springfield section, to be headed by a 
vice-president of the Chicago Club. 
One of the important functions of 
the new organization will be personal 
interest in legislative matters in the 
state capitol. It will give the Chicago 
club an opportunity to come into con- 
tact with the legislators and greatly 
ass'st them in their work. 

The Chicago Club will not hold a 
meeting in January, but will hold its 
next meeting early in February. The 
program has not as yet been an- 
nounced. 


Indianapolis Sales Congress 


The second Life Underwriters Sales 
Congress convened in Indianapolis. John 
L. Shuff, president of the National Asso- 
ciation, was scheduled to speak on “In- 
surance Salesmanship”; Griffin M. Love- 
lace, director of the Carnegie Technical 
Institute on “The Reasons for Income In- 
surance”; William J. Graham, second 
vice-president of the Equitable Life, New 
York, on “Corporation Insurance for 
Smaller Firms”; Charles Hammermeyer, 
Cincinnati, agency superintendent of the 
Union Central on “Insurance Under Pres- 
ent Economic Conditions.” A banquet 
was to close the day's activities. As an 
incident of the business proceedings, it 
was proposed to amend the by-laws and 
constitution of the Indianapolis Associa- 
tion of Life Underwriters to increase the 
yearly dues of general agents and man- 
agers from $5 to $7.50 and of field men 
from $3 to $5; to change the time of the 
annual meeting from January to June; 
to make the fiscal year from Dec. 31 to 


Dec, 31 and to making twenty-five mem- 
bers a quorum instead of nine. All the 
life underwriters associations in the 


state were invited and the attendance 
was expected to reach several hundred. 


National Reserve’s Success 


The National Reserve Life of 
Topeka has completed its first year and 
in 12 months wrote $11,633.000 of new 
business. The premiums amounted to 
more than $400,000. This year the 
company will enter five new states. 
George Godfrey Moore is president of 
the company and is largely responsible 
for the success that it has made. Dur- 
ing December the field force produced 
more than a $1,000000 of business. 
The company has $225,000 capital. 
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SECTIONAL ¢ . GATHERINGS 

LINCOLN NATIONAL MEETINGS 

First of the Series Held at Columbus, 
O., This Week—Other 


Dates Scheduled 


The first of the series of sectional 
meetings to be held by the Lincoln Na- 


tional Life in 1922 was conducted this 
week in Columbus, O. More than 60 
agents attended this meeting. The first 
day of the meeting was given to a 
series of discuss'ons on selling life in- 
surance for a definite purpose. On the 
cane morning the agents again lead 


the discussion on vital field problems. 


The afternoon was given over to ad- 
dresses by officers of the company and 
Thursday morning was taken up in 
an open forum and by speeches by 
First Vice-President and Manager Ar- 
thur F. Hall and W. T. Shepard, vice- 
president and agency manager. 

The next Sectional Meeting of the 
Lincoln Life will be held at the home 
office in Fort Wayne, Jan. 23-25, with 
the other meetings being held at Chi- 
cago, Jan. 26-28; San Antonio, Jan. 31, 
Feb. 1-2: Los Angeles, Feb. 7-9, and 
Minneapolis the first week in June. 

The Columbus program was: 

FIRST DAY 

9:00 a. m.—Keynote address , oe 2 
Shepard, vice-president and agency man- 
ager. 

Program Insurance 

9:30 a. m.—The first link—Squaring 

him up with the world, paying expenses 


purchasing of a ceme- 


of his last illness, 
‘bt with the 


tery lot, and canceling the de 
undertaker. G. B. Sessions. 
10:00 a. m.—The second link—To hold 
the family together until the children 
have gone through high school. G. E 
Tuttle. 
10:30 a. 
roof over their heads. 
11:00 a. m—The fourth 
monthly income. C. F. Lyda. 


Noon Recess 


m.—The third link—To put a 
Anna M. Landis 
link-—- 


2:00 p. m.—The fifth link—Old age in- 
surance. S. J. Payne. 

2:30 p. m.—The sixth link—Business 
insurance. A. J. Gould. 

3:00 p. m.—The seventh link—For 
comforts. D. C. Crider. 

3:30 p. m.—The eighth link—For col- 
lege education. T. R. Noggle. 

4:00 p. m.—The ninth link—Bequests 
Cc. E. Way. 

4:30 p. m.—The tenth link—Inheritance 


taxes W. E. Campbell 


Evening 


Theatre party 
SECOND DAY 
9:00 a. m.—Planning the day's work 
F. W. Zeits. 
9:30 a. m.—Effective delivery of the 
policy. T. M. Jones. . 
10:00 a. m.—Selecting prospects. Hans 
Amann - 
10:30 a. m.—Methods and value of cir- 


A. Griffin 


cularizing for prospects. L. 
business. J. 


11:00 a. m.—Financing my 
Cc. W. Coppess 


Noon recess 





2:00 p. m.—Sub-standard department of 
The Lincoln Life. Franklin B. Mead, 
secretary and actuary. 

3:00 p. m—Some thoughts from the 
Medical Department Dr. W. E. Thorn- 
ton, assistant medical director. 

3:30 p. m.—The department of Claims 
and Inspection. G. R. Savage, manager 
of inspections and claims. ' 

4:00 p. m.—“The Sheet Anchor.” V. J 
Harrold, assistant superintendent of 
agencies. 

4:30 p. m.—“Preparation.” A. L. Dern, 
superintendent of agencies. 

Evening 
Banquet and stunt night 
THIRD DAY 

9:00 a. m.—“The Lincoln Life.” by the 
man who knows it best. Arthur F. Hall, 
vice-president and manager. 

10:00 a. m.—Cpen forum. 

11:30 a. m.—*“Let'’s Go!” W. T. Shep- 
ard, vice-president and agency manager. 
Noon recess 
2:00 p. m.—Conferences with home of- 

fice officials. 

David Decker, formerly of Green Bay, 


Wis., and now doing special work for the 
Aetna Life in Michigan, and Miss Mar 
jorie Sibree of Sturgeon Bay, Wis., were 
married at Grand Rapids, Mich., recently. 





SETS NEW HIGH “MARK | 


EQUITABLE’S CHICAGO RECORD | 


December Is Outstanding Month and | 
1921 Best Year in the History 
of That District 


Figures compiled by H. F. Berls, 
resident supervisor of the Equitable | 
Life of New York in Chicago, show | 
the month of December as the out- | 


standing month for the Chicago district 
of the Equitable and the year 1921 as 
the best year on record. The largest 
total paid-for business in any year was 
in 1921, being $35,713,000. The previ- 
ous high mark was a 1920 total of 
$35,439,000, which was a big increase 
over the previous year. During 1921 
the largest paid-for first year premiums 
were also written, being $1,142,000. In 
December, the largest total of paid-for 
business of any month in the history 


of the district was written, $4,000,000 | 
being paid for, the same as the Novem- 
ber total, There were $9,409,000 ap- | 


plied for during December, the largest 
total on record. This covered 1,567 ap- 
plications, the greatest number received | 
month. Dec. 31 the 


m any one was | 
biggest day in the history of the dis- 
trict, with $1,600,000 of paid-for busi- 
ness. 


The two leading agencies in the dis- 
trict, the W. Hammond and the Al- 
fred Holzman agencies, paid for $2,984,- 
000 in Nevember and December. The | 
Hammond agency paid for $849,000 in 
December and $835,000 in November. 
The Holzman agency paid for $640,000 
in December and $647,000 in November. 
The Equitable has accomplished what 
few other companies have been able, in 
increasing its 1921 business over that of 


1920, in the Chicago district. Mr. | 
Berls, who took charge of the district in 
the middle of the year, believes that 


1922 will be even greater and January 
may even exceed the December total. 
The business applied for in December 
not paid for as yet indicates a big 
month for January. 


- 

SOUTHLAND LIFE’S MEETING 

Annual Convention of Agency Force | 

Held at Home Office in Dallas— 
Pearson Is Speaker 








DALLAS, TEX., Jan. 10.—The an- 
nual convention of the agents of the | 
Southland Life was held here this week. 
Some 200 agents from all sections of 
the state attended. The chief address | 
was delivered by Barney Pearson on 
“The Selling Process.” President Seay 
and others delivered brief addresses and 
the men with the rate book related ex- 
periences and assisted each other in 
solving problems. 

The convention was held early in the 
year in order that the agents might have 


the most benefit of the analysis of the | 
business situation, a discussion of the 
plans of the company for the coming 


year and an outline of the intensive sell- 
ing campaign proposed for the year. 
ene the agents in all sections of | 
the state it was learned the prospects 
are brighter than they have been for 
some time and that more insurance will 
written this year than last because 


be 


the agents are going to work harder at 
selling and the people want to carry 
all the life insurance possible. 

The convention was extended over | 


two days and was interspersed with a 
number of entertainment features. 
It is expected that the annual meet- 
ings of the Southwestern Life and of 
some of the state agents’ forces will be 
held in the next few weeks. 
— — ' 
Owing to the large volume of business 
sec ure od by the pony Life in 1921, 
to enlarge its 
office space at Roanoke, Va., and has ac- 
quired four additional rooms in the build- 
ing it now occupies. This new space will 
be occupied by the agency department. 
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The Mutual Benefit Life Insurance Company 


“The leading annual dividend company.” 


Its distinction is due to the adherence of successive manage- 
ments for seventy-seven years to the principle of MUTUALITY. 


The company h 
holders. All savings, 
policyholders and are 


dividends or return premiums. 

The first concern of the Mutual Benefit is security. Secondly, 
the Company has endeavored to liberalize its po!icy contracts to the 
fullest possible extent without incorporating any uncertain or specu- 


lative features in them. 
pure life insurance. Fi 


absolutely safe insurance under these liberal policies at the lowest 


possible cost. 


Of course, the new benefits of the 1922 policy are available 
to old policyholders—the Mutual Benefit way. 


ORGANIZED in 1845 


of NEWARK, N. J., 


has been referred to as: 


as always been purely mutual with no stock- 
due to careful management, belong to the 
apportioned to them in the form of annual 


The new 1922 policy contract is a model of 
nally, it is the aim of the Company to furnish 








AMERICAN LIFE 
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MAXIMUM SEC 


OFFICES: 
1000 Main St. 


AGO, 108 S La Salle St. 


VICE from BOTH OFFICES 
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A. C. BIGGER 
President 


FRED D. STRUDELL 
Secretary 
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POLICIES THAT ATTRACT 


And maintains 
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a relationship with its Agents that 
ne spirit of loyalty between Agents 
and Company 


Wichita, Kansas 
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NATIONAL RESERVE 
LIFE INSURAN a ee 


GEO. GODFREY MOORE.” 





President 














HOME OFFICE: TOPEKA, KANSAS 





Maybe you are the man we are looking for! 





Maybe we are the company you are looking for! 





WE ARE ANXIOUS to get in touch with three or four REAL LIVE Life Ine 
surance salesmen who are anxious to make a name for themselves in the insurance 
world. We don't want just ordinary salesmen. We want men in whom we have 
confidence, men whom we can put in big places of trust. 

WE ARE, WITHOUT A DOUBT, the fastest growing life insurance company 
in the Middle West, having written an average of A MILLION A MONTH DURING 
THE PAST NINE MONTHS. 

We CONTEMPLATE going into Oklahoma, Texas, Missouri, Nebraska and 
Iowa next year, and are anxious to get big men lined up for these states as State 
Agents. If you think you can qualify, write us right away. Get your name on 
the dotted line. We are writing the newest, very latest up-to-the-minute con- 
tracts in life insurance. For instance, the talk of the insurance fraternity will be 
about our new 20 PAY $5,000 CONTRACT WITH RETURN PREMIUM which pays 
out in eleven years. If there is anything new in life insurance, you can depend 
on it, we ll have it first. 


wenn GIVING PAST EXPERIENCE AND PRESENT EMPLOY- 
; CORRESPONDENCE STRICTLY CONFIDENTIAL. 


GEORGE GODFREY MOORE, President 





Write for full particulars. 














The Prudential Insurance 
Company of America 


Home Office, 


F t F. Dryden, 
orres ryden Newark, N. J. 


President 


Incorporated Under the Laws of the State of New Jersey 
































NEWS ABOUT LIFE POLICIES 


Dividends, Surrender Values and all Changes in 
Supplementing the ‘Unique Manual-Digest”’ 
PRICE, $3.50 and $2.00 respectively 


New Policies, Premium Rates, 


Policy Literature, 
*LittleGem,’ 


Rate Books, etc. 


"Published Annually in May. 


and 


More Equitable of New York Dividends 


TEN PAY LIFE 




















Age 21 25 27 32 37 45 50 55 60 
¥y P. $48.56 $51.67 $53.38 $66.18 $58.2 21 $615 53 $63.94 set 90 $7557 $84.99 $96.66 $111.47 
rs. in 
force ——Cash Dividends— 
2 $ 6.08 $ 6.45 $ 6.64 $ 6.99 $ 7.23 $ 7.57 $ 7.79 $ 8.10 §$ tt $ 9.35 $10.29 $11.81 
3 6.67 7.07 7.28 7.66 7.94 8.27 8.54 8.86 9.5 10.31 11.42 13.16 
4 7.26 7.71 7.94 ie 1 11.31 12.59 14.53 
5 *13.50 *14.41 9 4 23.39 *27.06 ®32.42 
6 8.48 9.01 5 13.44 15.08 17.37 
7 9.11 9.70 14.59 16.42 18.85 
S 9.77 10.40 15.77 17.80 20.38 
9 10.44 11.12 17.01 19.23 21.97 
10 11.13 11.85 18.28 20.71 23.62 
FIFTEEN PAY LIFE 
39 85 40 9 $5 


Age 21 25 27 30 
P. $36.00 $38.35 $39.65 $41.78 $4: 3.34 $45 ».91 $17.79 $ 





42 5 50 55 60 
50.92 $53.24 $57.16 $65.16 $75.66 $89.94 
























Yrs. in 
force A ——_ - ———Cash Dividends— 
2 ..$ 5.11$ 5.41$ 5.58$ 5.86$ 6.08 $ 6.36$ 6.54$ 6.77$ 6.913 7.20$ 7. 
3. 56.52 6.85 6.04 6.35 6.59 6.86 7.07 7.30 7.47 7.81 8. 
= 5.94 6.30 6.51 6.85 7.07 7.3 7.85 8.06 8.43 9 
Sa *10.86 *11.59 *11.99 *12.68 *13 12 #1386 #14. 32 *15. 3 15.74 *16.82 *19. 
6. 6.81 .24 ; 8.08 8.42 8.63 8.99 9.25 9.72 10. 
7 « 7.26 73 8.60 8.94 9.18 9.59 9.88 10.39 11. 
- 7.72 22 9.14 9.49 9.76 10.20 10.53 11.07 12 
9. 8.20 73 9.66 10.05 10.35 10.84 11.20 11.79 13 
ae « 8.68 .25 10.20 10.64 10.96 11.50 11.88 12.51 13. 
an 9.17 7 10.76 11.23 11.58 12.17 12.58 13.30 14 
12. 9.69 a 11.33 11.85 12.24 12.87 13.31 14.12 15 
13 .. 10.20 11.93 12.49 12.91 13.59 14.07 14.95 16 
14. 10.74 12.55 13.16 13.61 14.33 14.88 15.82 17 
16 .. 11.26 13.19 13.86 14.34 15.11 15.72 16.72 18. 
FIFTEEN YEAR ENDOWMENT 
ge 21 25 27 30 35 37 40 50 55 60 
P. $66.11 $66.87 $67.30 $68.03 $68 58 $69.52 $70.25 $71.54 $74.48 $79.00 $85.98 $96.94 
Yrs. in 
force -—— -—— ———Cash Dividends —— 
2 ..$ 5.45 $ 5.92 $ 6.18 $ 6.61 $ 6 7 $ 7.32 $ 7.61 $ 7.97 $ 8.59 $ 9.29 $10.10 $11.4 40 
- 6.28 6.76 7.03 7.45 8.15 8.44 8.78 9.44 10 
6 «+... mae 7.62 7.89 8.32 9.01 9.27 9.63 10.32 11. 
6. ..%12.79 3.84 *14.43 *15.35 *16.94 *17.61 *18.64 *20.64 *23. 
rm 9.41 9.69 10. 10.76 11.01 11.41 12.15 12.8 
7 sc. 0.34 10.62 11. 11.67 11.93 12.34 13.11 14 
S oo OS 1.29 11.58 11. 12.60 12.88 13.31 14.11 16. 
> «a ome 2.28 12.64 12.§ 13.58 13.86 14.32 15.14 16 
10 .. 12. 3.28 13.54 13.$ 14.59 14.89 15.36 16.22 17.31 
Be. es 3.5 ‘ 14.56 14.5 15.64 15.96 16.45 1 18.54 
a «ce Bue 15.62 16. 16.74 17.06 17.58 18. 19.82 
13 .. 15.§ 16.71 17. 17.87 18.23 18.77 19. 21.13 
P. $68. $69.07 $69.: $70.50 $71.02 $72.00 $74. .53 
me 9.5 $19.58 $19.7: 84 $20.03 $20.19 $20.46 $21. .04 
15 20. 20.76 20. 21.28 21.46 21.77 22. 3.48 

















A. 2 27 3 32 45 50 60 
P. $: 24.04 $2 26.27 $27.55 $29.73 $31.38 $34. 19 $36. 33 $40. ’00 $47.67 $57.90 si. 54 $89.70 
Yrs. in 
force 
2 $1.98 $2.20 $2.15 $2.00 $2.39 
3 2.18 2.43 2.38 2.61 3.24 
4 2.39 2.66 2.64 3.22 4.10 
*3.34 *3.88 °3.79 *6.72 *9.08 
6thYr. 1 2.71 2.83 3.25 3.72 
Opt'n 2 2.40 2.50 2.39 2.79 
3 3.15 3.15 4.58 5.86 
7thYr. 1 .. 2.73 3.01 3.70 
Opt’n 2 .. 2.41 2.63 2.79 
3 3.04 3.41 5.32 





YEAR TERM 
9 25 97 20 32 or 37 40 


re 2 3: ‘ ( 45 50 55 6 
$11.96 $12.41 $13. 


28 $15.57 $19.95 $27.61 $40.43 





«ff 
e $10.29 $10.61 $10.80 $11.15 $11.43 

Yrs. in 

force —————_— —— ———_———Cash Dividends—————————_ 

2 ..$ 2.08 $ 2.07 $ 2.05 $ 2.04 $ 2.04 $ 1.96 $ 1.88 $ 1.69 $ 1.37 $ 1.09 $ 1.14 $ 2.01 
S es mat 2.15 2.15 2.14 2.14 2.04 1.97 1.74 1.38 138 1.28 2.33 
4 5 2.25 2.25 2.21 2.11 2.01 1.77 1.42 1.19 1.39 2.61 
5 2 *3.09 °*3.06 °2.95 °2.79 °2.62 °2.41 2.15 °2.16 °3.26 °6.54 





TEN YEAR TERM 
2 30 32 35 37 45 50 55 60 


er 
<0 


rr € 

















P. Si048 $10.85 sivos $11.52 $11.88 $12 56 $13 15 $14 31 $17.52 $23.33 $33.15 $49.16 
Yrs, in 
- —Cash Dividends——_——_ — 
2.11 $ 2.06 $ 2.02 $ 1.88 $ 1.68 $ 1.72 $ 2.19 $ 3.67 
2.20 2.15 2 1.94 1.76 1.82 2.41 4.10 
2.30 2.24 1.99 1.85 1.91 2.60 4.51 
*3.23 *3.06 4 *2.82 °2.93 °3.68 %5.89 °10.77 
12.18 $14.50 $15 $16.65 $20.28 $26.47 $36.60 $52.72 
3.76 4.23 4.35 4.63 5.13 6.33 8.67 
3.86 4.27 4.39 4.67 5.23 6.57 8.99 
3.95 4.29 4.44 1.71 5 6.77 9.27 
4.05 4.33 4.46 4.71 § 6.95 9.49 
4.16 4.35 4.48 4.67 5 7.08 9.64 
FIFTEEN YEAR TERM 

Age 21 25 27 30 32 37 10 45 50 55 60 
P. $10.69 $11.16 $11.44 $12.00 si245 $13.37 $14.17 $15.81 $20.16 $27.63 $39.80 $58.71 
- Cash Dividends —_——— — — ———$——$__—, 
$ 2.3 2.22 2.22 $ 2.21 $ 2.15 § 2.17 § 7 $ 3.45 $ 5.48 
2 2 2.24 2.30 d 3.76 6.05 
2. 2. 2.31 2.41 , 4.04 6.60 
3! *3. 3.4 3.49 °4.14 *5.6 *9.03 *15.40 
2.84 $13 4. $17.96 $22.58 $30.23 $42.42 $61.00 
3.94 4 4. 4.52 4.94 5.66 7.18 9.91 
4.04 4. 4. 4.59 5.02 5.84 7.52 10.40 
4.15 4 4. 4.64 ».09 5.98 7.84 10.85 
4.22 4.3 4 4.70 5.14 6.11 8.14 11.27 
4.28 4. 4. 4.75 5.15 6.20 8.40 11.64 
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January 12, 1922 








Age 21 ce 
P. $10.69 $11. 
Yrs. in 


LIFE INSURANCE EDITION 





30 82, 35 a7 4045505350. :| NEW MONTHLY INCOME FORMS 





—_ 
$11.44 $12.00 $12.45 $13.37 $14.17 $15.81 $20.16 $27.63 $39.80 $58.71 








torce 


11 .. 4.04 4.26 
«ce ORS 4.32 
. «. 6 4.39 
3. . Ge 4.44 
P. $12.93 $13.74 $ 
15 ..$ 6.48 $ 5.79 $ 


2 9 


Oe $10.97 $11.55 $11.92 


Yrs. in 
force ———_ 


2 .-$ 2.2 $ 2.24 


7 2.30 2.35 
+ 2.39 2.45 
) *3.49 °%3.55 
P. $12.05 $12.79 $ 
6 3.61 3.84 
7 3.70 3.95 
8 3.80 4.05 
9 3.89 4.16 
10 3.99 4.27 
11 4.08 4.33 
12 4.18 4.41 
13 4.28 4.47 
 ... Gon 4.53 
P. $13.13 $14.03 14% 
15 $ 5.51 $ 5.84 § 


*Including special 








—— ("9 8} hiv ~ . *_* . 
om Dividend = : ‘| Prudential Announces Policies With 




















4.43 4.46 4.52 4.61 4.78 6.37 8.63 11.95 . 
4.45 448 4.55 4.6 $79 6.52 882 12.20 Time of Installment Payments Re- 
4.47 4.50 4.56 4.¢ 4.79 6.64 8.96 12.36 i 
448 452 458 465 476 530 672 903 1243 duced to a Shorter Period 
$15.09 $15.78 $17.05 $18.11 $20.11 $25.01 $32.84 $15.04 $63.45 
$ 6.04 $ 6.18 $ 6.41 $ 6.60 $ 6.84 $ 7.68 ) $11.66 $14 - 
[he Prudential has gotten out a 
TWENTY YEAR TERM series of monthly income policies pro- 
- - ai , ‘ ‘ ‘ viding for minimum payments of $100 
12.64 $13.28 $14.55 $15.65 $17.87 $23.51 $32.76 $46.99 $67.33 | for ome year, $50 for two years, $30 
three years and $25 for four years. 
Cash Dividends - . [he rates have been provided, This 
$ 2.39 $ 2.44 $ 55 $ 2.81 $ 3.50 §$ 38 $ 7.1 will afford a larger income to the 
06 2.00 =.66 2.9% 3.40 9.2 41.80 " 
260 266 : 2°75 4 48603°:12 95 wt 8°47 eneficiary during a short period when 
*3.77 3.97 %4 1.44 *5.68 *8.06 *12.43 *19.57 | that is thought more important than a 
H $14.84 $16.24 $17.4 ‘ $25.52 $34.73 $48.71 $68.1 Atenas Ms um, ies long = The 
4.1 ae 6 6ee 6 6h 6G Be 6 888 ee ae ee pares. om 
1.27 $.39 4.53 + 41.86 ».49 f 7 S 11.67 rates WwW ith neither disability nor acci- 
4.35 4.45 1.58 ‘ 61 9.50 00 12.28 lental death benefits are as follows: 
4.44 4.53 4.64 7.01 1.42 12.87 
‘ 36 ‘ 61 : 75 : 4 10 + 15.45 Por an Income at Death or Maturity of 
56 6 4.7 7.47 10.21 13.96 ° 
4.59 4.65 4.80 7.72 10.56 145 $100 a Month for 12 Months 
4.62 1.68 4.84 7.95 10.88 14.89 Whole 20-Pay 20-Year 
1.64 4.71 1.86 8.15 11.16 15.27 | age Lif Life 
$15.58 $16.40 $17.93 $1 $36.69 $50.42 $69.92 nay 
6.14 $ 6.30 $ 6.57 $ $10.28 $13.09 $16.8 , 3 - $3 , $ 
5th year dividend 17 yt 40+ 
7 18.61 280 
al ) 19 28.45 





0 19.4 8.92 
Mutual Life of New York Provident Life & Trust ! - 19.84 tye t¥t 
The approximate increase of the Mu- The Provident Life & Trust ibout 23 20.74 50.42 3.13 
tual Life of New York dividends of 1922) March 1 will issue a total and permanent 24 21 2 + + 5 ; 24 
over 1921 is 9 percent. disability clause, this being the first time 4 ot 4. + + +4 ‘9 
that the Provident has entered this field, | = e+ 2° 26 eo 
It believes that the time has come when | 5, 23 45 3 s 78 
: life insurance companies must grant this | 56 24.09 3.9 53.93 
Lamar Life ndemnity. It believes that total and | _— a. ae 54.10 
The Lamar Life of Mississippi has | permanent disability is now more defi- | 3” + Tet 4°99 
issued two new policies They are the | nitely defined than it has been in the 9 26.19 6.09 54.50 
“Home Guardian” policies, which is an- | Past and the benefits are liberal enough | 3 26.98 6.87 54.72 
other name for the monthly income form. | t® Make a clause of this kind desirabl 4 <1. 7.66 4.97 
They will be issued on the ordinary life = + 20 4 : + ze + 
and 20 payment plans ages 16 to 60. 2 6 40.32 55 87 
Southwestern Life : 31.59 $1.28 56.23 
The Southwestern Life of Dallas, Tex apes weed — 
American Bankers has increased its gross line from $50,000 | 40 3.84 43.38 57.50 
The American Bankers of Chicago re-| tO $100,000. Its net line limits are 2 8 43 68 58.13 
cently issued a new » book. The age | A4ses 15 to 19, $10,000; ages 20 to 50,| 4 7.77 46.93 58.75 
limits are changed from 16 to 60 to 20 | $29,000; ages ol to 55, $7,500; ages 56 to | 44 Pan 48.25 9.48 
to 60. The “paid-up-at-age-55 policy” | 60, $5,000 It has increased its limit on | 45 ry : ss t+ 
and the “G. A. C. twenty pay policy” | Women from $3,000 to $5,000 It has! *% aa 4 o.2s ++ zo 
have been discontinued. The surrender | adopted the double indemnity claus¢ ‘ 46.18 54.38 63.0 
values have been changed $1.50 per thousand, { 48.21 56.1¢ 64.18 


Life 


40.04 


4( 


99.48 
104.03 
108.88 
114 
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SS 


~Pay. 20-Year 


ife End't 
G 5 65.46 
0.06 65.55 
2.20 68.45 
4.49 70.16 
6.94 72.07 
».56 74.16 
2.36 76.47 
16 79.00 
8.59 81.78 
06 84.82 
80 88.17 

8 91.82 

) 95.82 
98.84 100.20 
9 l { 5 
1.36 110.21 
5.26 116.91 


For an Income at Death or Maturity of 
$100 a Month for 24 Months 





Pa « Y ir 

52.95 $103.59 

§3.7 l 73 

t l 87 

7 104.01 

24 104.18 
807 
9 06 
07 

1.12 l 

4.55 ».89 

i8 20 

707 ‘ 

106.83 

07.21 

3 

i) 

Q 

4 

‘ 

3 

9 
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aqbe 
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STATE LIFE 


INSURANCE COMPANY 


i TS ALU AT MS 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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THE NA 
- TIONAL UNDERWRITER 
“THE CO . ; ———— * 
MPANY OF CO-OPERATION" Age ¥ hole 20-Pay 20-Year | Sa a pt ae aa anata January 12, 1922 Jani 
sife Life atl é , SS = = 2 So 
5G. “ uife Ena’t | Whole 20-Pay <== — 
ees eas 131.76 142.90 Life Lite” | Jan. 1, 1922. It has che , . — 
DES MO eee 138.49 148.83 | rider which now pro hanged its disability 
INES Bat tear cages 145.68 155.19 f i : v provides for a p . ' 
ee 153.36 .o Og of a monthly income of $ payment 
eb 161.59 162.06 > | original disability of $10, whereas the 
DO eee eee f isabil a . : 
LIFE AND eee toss aes Pov yg eg eg oy = 
Boe eee eens 179.80 he -¢ | pany has mereaned 1 — ‘he com- 
— tipteepiame er 189.88 196.19 274.94 | $25,000 to $35,000 d its gross line from NE’ 
N N | I] | y  Saibdelabapie e oss 05.16 282.93 | LIFE Policies v. 
ethene oon 2 215.97 c - 
seeeee 224.68 297.62 +4 he un 
COMP — = 
F . ' 
ANY or a at Death or Maturity of | ae Ee 
- con for 36 Months , a. Ohio National of Cincinnati h 
e . ole 20-Pay. 20-Ye: ssued a new “E rch re aie ‘ as 
will insure the whole family! Ape Life 7 neg ef sea'a8 | Policy on which pecigear esc at Age 85” TI 
Any plan, any age, either sex! 77.95 ry 100 52 | #8e8 are: . ates at five-year be t 
420.45 Pruc 
NEW 442.20) —_ peat. jami 
Age : dis. & tend 
Th RATE BO 21 Dis. en 
co is a service our men | OK IS ISSUED $25 $16 99 D sind. a 
Prreciate these days. | California S ——ae 30 18.73 20.48 plac 
| ia State Lif 35 21.45 3.20 liam 
If it appeal ife Makes Som | Del ge: waht ube 24.$ 6.7 
8 to you ducti e Re- | 45 ....--- 4.98 26.73 Calg 
you, write uctions and Introduces New cae sande nae 37.90 TI 
Combinati Resende ante 6.15 37.90 bos 
mbinations aa bsbaleticyati 45.06 46.81 ane 
a teas 60 aie 57.63 59.38 ‘ 
HOME OFFICE | The California Sta i rare na te tend 
a State I . saat 
DES MOINES (R-T Bid | mento, Cal., has hemeell ile or Sacre- ——— Dar! 
a.) IOWA | rate book as of Jan 1 A entirely new | AMERICAN BANKER “og 
5 | considerably introdu “ini ucing 5 cates | S POLICY Ag 
| bination rates aan oa tdi com- | Ne Cc Paling gee Mo 
Ez ee otal disability w on 
IOoW eon and double indemnity lage Writi agen kote a Sane H ‘ 
. ssuing a number of new atures anc ing and Incl - 
SOUTH DAKOTA new rate ry frm a policies. The standard — red ou- staal 
136 instead of Ps hows ages from age | ar ccupations of tl 
| rates “straight wih 2 nace Tl ‘ Fe 
YOUR te oa No. 1, with sana oo il . oe Bankers of Chicago posi 
9 | Clause No. 2, wi é disability | o.2.°4° issued a new licy - : hs 
hee » a th double i > |The Public S : policy, called —— 
| with total disabili e indemnity, | ublic Service Policy,” whic Tr 
- ability clause N : beer lev - cy,” which has 
= , 7 |-double indemnity a ause No. 1 and 1 devised especially f havi 
= ‘ mt nity and ! S : writi . _ y for general 
: | bility clause No. ‘ with total disa- iting, including usu . in th 
ERE : ; | nity. clause No. 2 and double indem- | risks, as ociinionan a oe 
| J —_ » » ‘tec rec r 
z 7 . | The following are tl firemen, elevated railway cilia: aaa w eb 
Advertising Pencils Build : len the ne snag al pope at age 35 | er — such classes. It is Ae or 
. = ~~ s of policies wi | year en : z . 25- 
G - |} out the : gape 1 cies with- | owment with 20-ye . rui 
te Will and Bring Results | and ig oe for total disability | settlements. A policy po a Seat 
= em >> Tw 35 wi mn ad a : — 
urn your prospects inte i 2| ment life, endow nity: Twenty-pay- | 35 will give the policyholder aie age enti 
customers and your cus- 2 | $46.26; 20-pay Cone. apuee policy, | Ment oF 20 anual premiums aes Bon crea 
tomers into friends b : | ordinary life: low. life coupon, $26.26; | CPUOMS—a return of all ‘prem adbogs = a 
resenting the : ‘3 | me . , low cost, $22.19; 20- >» | cash which hav : ums im and 
: m wit > ment life, low : Vas.t0, SU-pay- : ; cn nave been paid to the c . 
ray ry , Advertisin c | endowment, low poe $80.63; 20-year | ary dhe a paid-up policy for $1 973; a. = 
cet encils, printe ; ;63 | ment maturin cont, SELES; endow- | Paid-up_ policy for $1,000 and $ 55 in thei 
with your a iverti ‘ — | endow g at age 60, $34.80; cash. Ne wie _ $155 In 
N ertisement. : 35 | endowment maturing » $34.80; | Genc 9 restrictions regarding resi Ag 
lo other advertising spe- ‘97 | life income optio g at age 60 with dence or travel to any part of of N. } 
cialty costing so little . maturing at on — endowment | World are made. Any RR i — 
: 3! me age 6: 90: ; } . Rs d J , 
money is so useful to 2. ‘9 | maturing oa ie Oe , ); endowment permitted after one year from d 1S ploy 
prerpeesy 20 sure to be EH 320,43 | maturing at < lt , § . j 3: endowment policy. The policy ot a an 
ept and used . — 337.00 | j ; : 75, $23.61; m hiy after one ye — contestable ist 
—so certain Fo income ordinary lif ; monthly year, except for : i 
make = Meneueiin aa = r a at Death or Maturity of | for 240 meee a = per month pay premiums. I failure to - &. 
- impression on the minds eg for 48 Months | come 20-payment yg monthly in- | No extra premium is charged f tion 
es those who get them. Life: 20-Pay. 20-Year | 71? months, $529.73; co 0 month for | special occupations which ~ ae the ager 
amples and quotations on request . gitnts End't | five-year, $10.98; om Bit — term, | listed as standard under gga | been Ag 
a 2. 9 * YS; -yez > peak Sf. ss er s cy ; 
4a “Ad” im the hand is worth 103.78 be tap | 15-year term, $12 i: Spacers. $11.59; | 15 a nonparticipating policy policy. It coat 
in the waste basket 5008 sea ba 200.67 | 85.08. re he premiums, payable anually i wah 
— 6.96 200.94 annually or a y, s¢mi- “gee 
NORTH 108.64 0126 a ereenne quarterly, for five-ye sion 
AMERI ° | vals on $1,0( ee year tee 
PENCIL WORKS 11218 301.94 | John Hancock Mutual Age 20 $ sonata gppiage = "Aa 
~¥? 201.94 The John Hancock lle 33.78 Age 4! _ 
501 Plymouth Ct., Chicago, Ill. eee 20230 | cided to pocheme 5 wy Mutual Life has de- | eee + e+eee 43.13 Age 50. eases $43.26 Bro¢ 
= et 202.71 indemnity clause ne disability and double Age 35. se teee 34.66 Age 55... ‘ ; : 60.99 ordi 
thes 4 3.12 ability - Max a to women. The dis- | 4se — paheneha 36.04 Age 60....... 74.96 indu 
122.40 rey and pt re nrassenn be applied on the life coccce Senet . A 
HOME apt 304.57 | Cxceeding $10 Ih py for amounts not —— 
LIFE 127.07 oon 16 | 04 Years waiediie =~ to and including Back h yeas 
INSURANCE co ones 205.75 applied on fh riord clause will P s the Home Companies meen 
32.16 206.39 ives of Ww gy ts icies on the Superinte > : 
NEW YORK ° 134.88 H+ o gy bom —— " on the same ccnditien Fa ge enon a Travis of the sy 
——_ 37.70 207 only > sme Denents will be gr: . * egg surance Departmen as 
WM. R. MARSHALL. P 448.88 2 That 4 —— or professional — talk at a banquet in Kansas Rog a of y 
cates yomlig resident siaee in pole ce, mi who are actively engaged Friday night in which he made > oe nim 
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NEWS OF THE PRUDENTIAL 


Number of Fine Records Were Made 
by Men on Firing Line 
Last Year 


The district of Vancouver, B. C., will 
be transferred from Division Q of the 
Prudential to the Canadian division. Ben- 
jamin F. Ogilvie, the present superin- 
tendent of Vancouver, will take charge 
of the Calgary, Alta, district and his 
place in Vancouver will be filled by Wil- 
liam C, Bowden, now superintendent in 
Calgary. 

The Rochester 2, N. Y., district can 
boast of two industrial producers far 
above the average. Assistant Superin- 
tendent F. A. Regan and Agent R. A. 
Darron, of the same assistancy, occupy 
positions well up among the leaders for 
the year. 

Agent William J. Hook of St. Louis 1, 
Mo., made an enviable record during 1921 
in the production of ordinary business. 
He has the honor of leading the agency 
staff of St. Louis, Mo., in that department 
of the work. 

Agent Hurbert F. Tuttle of Kansas 
City 1, Mo., has been promoted to the 
position of assistant superintendent in 
that district. 

The New York 10 district can boast of 


having the three leading ordinary agents | 


in the metropolis. They are Agents Louis 
Dumosch, Israel Ratner and Pincus 
Weber, who are leading in the order 
given, 

To the Denver, Colo., staff, under the 
guidance of Superintendent P. H. Show- 
alter, goes the honor of leading the 





entire company in actual industrial in- | 


crease for the year of 1921. 
Agents Dalrymple of Norfolk, Va., 
and Thomas E. Williams of Memphis, 


Tenn., have the honor of being the lead- | 


ers in both industrial and ordinary of 
their districts. 

Agent Joseph A. Donovan of the Troy, 
N. Y., district, has landed a wholesale 
insurance policy on the lives of the em- 
ployes of the Troy Auto Car Co., Inc., 

Agent E. L. Guthrie of Akron, Ohio, 
district, in addition to getting his share 
of industrial business, is leading Divi- 
sion F in ordinary and holds fifth posi- 
tion in this respect among the entire 
agency force of the company. 

Agent R. E. Blaney of Grafton, W. Va. 
(detached from Fairmont), who devotes 
his time exclusively to the writing of 
ordinary business, is second among Divi- 
sion F agents and is occupying nine- 
teenth position in the entire field. 

Assistant Jacob Moscow leads the 
Brooklyn No. 9 district for the year in 
ordinary net issue and ranks second in 
industrial. 

A new company leader in industrial 
looms up in the assistancy ranks for the 
year 1921 in the person of Stanley Ci- 
hocki of Wilkesbarre, Pa., who was pro- 
moted to his present position in that 
district on May 27, 1912. Mr. Cihocki 
has been a big producer for a number 
of years until 1921, his banner year, finds 
him in the enviable position of a leader 
of leaders. It is interesting to note also 
that the records show him very near the 
top in ordinary. 

The Prudential has opened a new dis- 
trict at Racine, Wis. The territory has 
been operated by Assistant Thomas G 
Dickinson as a detached assistancy of 
Milwaukee No. 2. He will remain in 
charge as superintendent He started 
March 26, 1904, as an agent at Racine. 
He has obtained much prominence in 
local affairs in Racine. He was made 
assistant Sept. 21, 1908 

Assistant Jesse C. Tapp of Colorado 
Springs has assumed charge of the new 
Pueblo, Colo., district as superintendent. 
He entered the Prudential service, Jan. 
11, 1897, as agent in Kansas City, Kan., 
and was soon promoted to an assistancy. 
Since then he has represented the com- 
pany at Kansas City, Mo., and Denver 
and for a short time was special agent 
in St. Francis, Kan. 


Asheville Superintendent Dies 


W. B. Howard, superintendent for the 
Life Insurance Company of Virginia at 
Asheville, N. C., died recently after 14 
years in the service of the company. 
Starting in at Columbia, S. C., he had 
served as assistant superintendent there, 
as traveling assistant superintendent, 
superintendent at Augusta, Ga., traveling 
supervisor and superintendent at Ashe- 
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Gaining Good Will 


| 
| 
The matter of gaining good will should not be left entirely | 
| 
| 
| 





to the agent. He should do his part, certainly. Any agent 
HI who has the inherent ability to be successful has, also, the 
| intelligence to appreciate the value of good will and does his 
utmost to create it. And he appreciates the company that 
does its share in constructively furthering his efforts in that 


1] direction. 


Ohio, Indiana and Illinois, within a hundred and fifty miles of Frank- 
fort, will go a long way to find a company that can do more in the way 


The agent who wants to work in the productive territory in | 
| 
| of promoting good will than the Peoples Life. 4 

















Confining its operations to this limited field, the company 
is able to maintain a relationship with its agents that is much more 
intimate than is ordinarily possible. And what is more \ valuable than 
intimacy in the work of gaining good will? 


PEOPLES LIFE 
INSURANCE COMPANY 


| | Frankfort, Indiana 
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Co. 


Continental Life Insurance 
WILMINGTON, DELAWARE 
PHILIP BURNET, Presipent 


FOURTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1921 


Admitted Assets - - - - 


143% in liabilities 


$ 4,560,212 


Liabilities- - - - - - - 
Only 70% of assets 


3,195,100 





{ Capital, $651,010 
) Surplus, 714,102 


Excess of Assets $ 1,365,112 


43% more than liabilities 


New Insurance - - - - - 
A gain of 3% 


7,333,168 


Insurance in Force- - - - 35,377,753 


Net increase 12% 


Quality of Assets 


SSETS are invested approximately as follows: 54° in U. S. 

Government Bonds, most of them bought at the market; 22% 
in first mortgages on real-estate, with a pre-war value of at least 
twice each loan; 15% in policy liens within the reserve; 7% in 
county, municipal and railway bonds; and 2% in cash. 








F YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Chio, 
Indiana, Illinois, Missouri. or lowa, 
getting, training and handling the 
necessary agents, write-NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, Ill. 


BUILDING 


F.N.L. 
Michigan Ave. 


3401 


N. B.—Full line of policies, for ages one day to sixty 
years, with accidental death and monthly income total 
disability provisions. 











SIMPSON’S LUNCHROOM 


BOARD OF TRADE BLDG., CHIGACO—Opposite Insurance Exchange 














ville, 
1916. 
and 
field 


which position he had held since 
Superintendent Howard was well 
favorably Known throughout the 
and at the home office. 


PRUDENTIAL’S 1921 LEADERS 


Men Who Wrote the Largest Business 
in Various Positions in 
the Field 


The first four Prudential superintend- 
ency leaders of 1921 in proportionate in- 
crease are W. H, Ford of Tulsa, Okla., 


T. J. Stewart of New York No. 8, J. Baker 
of New York No. 10, J. F. Bonner of 
Scranton, Pa., P. F. Kielty of Wilkes- 
Barre, Pa., C. W. Godfrey of Mt. Vernon, 
N. Y. The leading 
actual increase are P, H. 
Denver, J. Baker of New 
T. J. Stewart of New York 


Showalter of 
York No. 10, 
No, 8, J. F. 


superintendents in |} 


Bonner of Scranton, Pa., J. P. Zimmer of 
Milwaukee No. 2 and W. H. Joyce of Buf- 


falo No. 1. The leading six assistants 
last year are S. Cihocki, Wilkes-Barre, 
W. P. Reilly of Wilkes-Barre, F. A. Re- 
| gan of Rochester No. 2, J. J. Regan of 
Rochester No, 2, H. Feldman of New 
| York No. 8 and V. A. Small of Denver. 
The six agency leaders in industrial are 
H. Prusinoski of Buffalo No, 1, E. Lind- 
quist of Los Angeles No. 1, C. R. Par- 


sons of Providence No. 1, A, Newman of 

| New York No, 10, W. St. John of Buffalo 
No. 1 and R, A, Darron of Rochester 
No, 2. 


Western & Southern Appointments 


The Western & Southern announces 
the following promotions to assistant 
superintendents: R. A. Driscoll, Colum- 
bus North; M. J. Pankey, St. Louis West; 
W. O. Shaffer, Carnegie, Pa.; E. T. Spray, 
Frankfort, Ind, 








| NEWS OF LOCAL ASSOCIATIONS 





Cleveland, 0.—The first meeting of the 
Cleveland Association under the newly 
elected president, Walter H. Brown, was 
held Jan. 6. Charles F. Coffin, vice-presi- 
dent and manager of agencies of the 
State Life of Indianapolis, was the 
speaker, his subject being “Types of Life 
Insurance Salesmen.” Mr. Coffin stated 
at the outset that he would not attempt 
to discuss life insurance salesmanship, 
as he felt that some of those present 
could sell rings around him; he wished 
to talk about the salesmen themselves. 

He proceeded at once to divide agents 
into two classes: Those who principally 
emphasize salesmanship, often at the ex- 
pense of company loyalty and their own 
ultimate success. “Such men,” said Mr. 
Coffin, “never really rise above medioc- 
rity. The true life insurance represen- 
tative is a constructionist, a man who 
is improving his usefulness through con- 
stant study. Success comes to the man 
who has the courage to fail often enough 
to learn the truth. 
does with his marginal 
he calls his own—and 
where he is headed.” 

The retiring treasurer, 
read his report, showing 
tivities of the association 
year had resulted in the 
more than $1,000 per month. There was 
some discussion regarding the proposal 
to put the dues on a percentage assess- 
ment of paid-for business. Mr. York 
declared he thought enough of the asso- 
ciation to be willing to pay 50 cents a 
thousand The significance of this state- 
ment was apparent in view of Mr. York’s 
personal production of nearly a million 
and a half business in 1921. He urged a 
refinancing on sufficient basis’ to provide 
a fund of $30,000 which, he declared, 
would result in opening the doors to life 
insurance men in Cleveland and repay 


time—the 
I will tell you 
John H. York, 
that the ac- 
during the 
handling of 


the members $2 for every dollar they 
put in. 
oe & & 
Hartford, Conn.— “Insurance Day,” 
which will be observed on Jan. 19, as 
part of National Thrift Week, should be | 


a red letter day for life insurance men 
in Connecticut and an unusually capable 


committee has already been named in 
this city to make the insurance day a' 
success. 


Lee C. Robens, state agent for the New 
England Mutual, is insurance chairman, 
while prominent members of the commit- 


tee are: Max Hartsall, president, Con- 
necticut Life Underwriters Association; | 
Walter Briggs, advertising manager, 


Aetna Life; J. D. Whitney, manager pub- 
licity department of the Travelers; Carl 
Secoy, assistant agency supervisor of the 
Phoenix Mutual; Dwight Holbrook, state 
agent for the Mutual Life; Harold W. 
Chandler, assistant secretary of the Con- 
necticut Mutual; Fay Newton, publicity 
manager of the Phoenix Mutual, together 
with representatives of the Connecticut 
General and several other companies. 
*x * 
Milwaukee, Wis.—According to the 
ticket to be presented at the annual 
meeting of the Milwaukee Association, 
to be held late in January, Gifford T. 
Vermillion, of the Mutual Life of New 
York, will become president of the asso- 
ciation for 1922. The election of officers 
at this time resulted from a change 
adopted at the December meeting, 
ing the fiscal year on the basis of the 
calendar year, instead of July 1 as pre- 
viously effective. Clifford L. McMillen, 
general agent for the Northwestern Mu- 
tual Life in Milwaukee, is the only nomi- 
nee for vice-president of the association 





Show me what a man | 
time 


plac- | 





; to be voted on at the meeting this 
month. He will succeed Mr. Vermillion 
in that office. Marcellus J. LeBreck of 
the Metropolitan Life is the nominee for 
second vice-president. Secretary E. R. 
Gettings, general agent of the National 
Guardian Life, declined renomination, 
and Harry A. Rinker of the Equitable 
was placed in nomination for the secre- 
taryship. Maj. R. W. Corbett, of the Old 


| Line Life, who has been treasurer for 
| many years, was renominated for that 
| office. 

The nominating committee consists of 


W. O. Briggs, New York Life; E. A. Mar- 


thens, Great Northern Life, and Cc. L. 
McMillan, Northwestern Mutual, all of 
whom are past presidents of the asso- 


ciation. A. C. Olson, Northwestern Mu- 
tual, has served as president during the 
last term, having been elected last July 
and volunteering to retire after serving 


six months so that the change in the 
fiscal year period could be effected. 
* * * 
Topeka, Kan.—The semi-annual elec- 


tion of the Topeka Association was held 
last week and all of the officers were re- 
elected for the ensuing six months, These 
officers are: President, W. A. Benson; 
| vice-president, J. F. Spaulding; vice-pres- 
ident, S. W. Adams; secretary and treas- 
urer, George W. McClurg. The president, 
vice-presidents and secretary comprise 
the executive committee. Mr. Benson 
tendered his resignation as the head 
of the organization, but the association 
refused to accept it. 


COMPANY REPORTS GOOD YEAR 


President A. C. Bigger of the American 
Life Reinsurance Visits the Chicago 
Branch Office 


A. C. Bigger, Dallas, Tex., president 
of the American Life Re-Insurance, has 
been in Chicago for a number of days 
taking charge of the branch office there 
while Secretary and Actuary Fred D. 
| Strudell went to the head office to get 
out the annual statement. Mr. Bigger 
said that in his opinion much more 
business will be written this year than 
in 1920 and that it will be on a much 


better basis. ; 
He reports that the American Life 
Reinsurance had in force on Dec. 31, 


1921, $27,146,043 life reinsurance being 

l/a net gain of $8,120,698. It also has 
| $14,287,185 accident reinsurance being 
a net gain of $12,274,670. Its gross re- 
ceipts for December were well above 
the $2,000,000 mark and January is run- 
ning at the same rate. 

He said that the Chicago branch 
office has demonstrated its usefulness 
and reported that he had just closed a 
long time lease for permanent quarters. 
The board of directors of the company 
will meet next Saturday. 


Successor Not Yet 


Named 
The Dakota Life has not yet ap- 
pointed a superintendent of agents to 


succeed W. P. Robeson, who recently 

| resigned. The company is now casting 
about for likely material. The Dakota 
Life is contemplating entering addi- 
' tional states. 
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LIFE AGENCY CHANGES 





DIXON TO SUCCEED REMMEL 


Appointed State Manager at Little 
Rock, Ark., for Mutual Life 
of New York 


George D. Dixon has been appointed 
state manager for Arkansas for the 
Mutual Life of New York, with head- 
quarters in Little Rock, succeeding H. 
L. Remmel, who retires Jan. 15 after 
26 years’ service in that capacity. Mr. 
Dixon entered the service oi the Mutual 
Life in May, 1919, when he was dis- 
charged from the army after service in 
France during the world war. In Jan- 
uary, 1920, he was made superintendent 
of agents under Mr. Remmel and has 
served in that capacity continuously 
since that time. In spite of the fact 
that his duties as superintendent of 
agents occupied most of his time, he 
has ranked among the leading individual 
writers of the state. 

Mr. Dixon has seen nearly 12 years 
of service in the United States Army, 
serving in this country, in the Philip- 
pines and in France, and is now 34 
years of age. When the world war 
began he was with the Peacock Mili- 
tary College at San Antonio, Tex., as 
professor of military science and tac- 
tics. When his term of enlistment ex- 
pired in 1914, he went with the Central 
National Bank of Tulsa, Okla., and re- 
mained there until the United States 
declared war. He was commissioned 
as captain in 1917 and assigned to duty 
as regimental supply officer with the 
346th Infantry, Camp Pike, Ark., re- 
maining with that organization through- 
out the war. He has been around the 


world once and across the Atlantic 
three times. 
John W. Nash 
The George Washington Life an- 
nounces the appointment of John W. 
Nash as general agent for the com- 


pany at Blackstone, Va., for the super- 
vision of that part of the state lying 
practically east of the Shenandoah Val- 
ley and extending to the coast. Mr. 
Nash is an experienced life insurance 
man of years’ standing and one who is 
widely and favorably known through- 
out Virginia. He makes no wild prom- 
ises as to what he expects to accom- 
plish, but the company predicts without 
hesitation that he will be a member of 
the $100,000 League by May 12, if not 
before. 


Theo. M. Neff 
Theo. M. Neff has been appointed 
district manager for the Lincoln Na- 
tional Life at Marion, O. Mr. Neff 


was formerly with the Marion office of 
the Midland Mutual. 


A. C. Schmitt 


A. C. Schmitt, who has been manager 
of the Metropolitan Life at Lansing, 
Mich., for the past five years, has been 
appointed district manager for 
United Life & Accident of Concord, 
N. H., continuing his headquarters at 
Lansing. 





the | 


| TRAYLOR BACK IN THE FIELD 


Becomes Agency Supervisor of In- 
dianapolis General Agency of 
Equitable of Iowa. 





Joel ee 
with the 


Traylor, for the past 
Insurance Research & 
view Service in Indianapolis, de- 
cided to return to life insurance pro- 
duction work and has taken a position 


year 
Re- 
has 


with the Irdianapolis general agency 
of the Equitable Life of Iowa as 
agency supervisor. Wilmer F. Chris- 
tian is general agent and about 19 
counties in central Indiana are covered 


by this agency. 
Mr. Traylor was for a year member- 
ship promotion secretary of the Na- 


tional Association of Life Underwriters, | 


after which he was for a short time 
general agent of the Provident Life & 
Trust at Indianapolis before going with 
I R. & R. Just at present Mr. Chris- 
tian is in St. Vincent’s hospital in 
Indianapolis, having recently under- 
gone an operation from which he is 





now recovering satisfactorily. 
Charles F. Barrett 
Che Mutual Life of New York has 


appointed Charles F. Barrett, travelling 
superintendent for Utah and Idaho, as 


manager of the Salt Lake City 
branch to succeed Fred C. Hatha- 
way, who has become manager 
of the Los Angeles branch of the 


company. Mr. Barrett, who was born 
n Utah, became an agent of the com- 
pany nearly four years ago. 

It is also announced that James P. 
Casey, who has acted as Salt Lake City 
superintendent of the company for a 
year or two, will leave with Mr. Hatha- 
way for Los Angeles, where he will 
continue to serve under him in a similar 
capacity, 


James D. Willcox 


The Mutual Life of New York an- 
nounces the appointment of James D 
Willcox as manager of the Birmingham, 
Ala., branch, in succession to his father, 
the late James F, Willcox. The 
younger Mr. Willcox is a_ successful 
field worker, having long been identi- 
fied with the agency of which his 
father was the head, and proving his 
fitness for larger responsibilities. 

It is the fixed policy of the Mutual 


Life management to select its own men | 
for desirable posts, instead of going far | 


afield for possible talent. 


H. R. Fenstamaker 


H. R. Fenstamaker has been ap- 
pointed agency manager of the Western 
States Life for the Spokane district, 
composed of eastern Washington, north- 





ern Idaho and central Washington. He |} 


is well and favorably known in the 
territory in which he will work. 


J. W. Pearson 


J. W. Pearson, agency organizer of 
the Western States Life, who has been 
working in territory contiguous to the 
home office in San Francisco, has been 








through direct mail advertising is 


Fidelity operates in 40 states. 


A few openings for the right men. 








Agency Co-operation 


Fidelity field men a distinct advantage. 
direct leads—all interested prospects who requested information. 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Full level net premium reserve basis. 
Insurance in force over $203,000.000. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 


just one of the features which give 
Last year we distributed 41,341 
This 
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The impressions and _ habits 


formed in youth are greatly 
responsible for our thoughts 





through life. Boys and Girls today are the 
Men and Women tomorrow. “Child’s En- 
dowment’ teaches them for that “tomorrow.” 





OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy protected by Deposit of 
Full Legal Reserve with the State of lowa. 





District Managers for 


WAN T E Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO, 
PHILADELPHIA 








The 
Onto Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 


Secretary. 
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| 
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| 
| 
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in Business Since 1862 





LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing grepeetien against all ernergencies. Information end 
Advice on any matter eneae to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 





| 
| 





Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agenc) man: must 
be of undoubted experience and ability 
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MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 


INSURANCE IN FORCE.. 
ES 66s 6evnace cudesssdenscedesenseneos oe 


. $70,000,000 
.$ 6,000,000 
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FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW appress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 














J. O, LAUGMAN, President 


International Life & Trust 


Company 
offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary 








The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


M. B. Arneld, First Vice-Pres. and Counsel G. W. Steinman, Secretary 
Dr. E. J. Wilson, Vice-Pres. and Med, Directer G. Barratt, Asst. 

J. 'D. Price, Vice- —.,. 
F. R. Huntingten, Treasw 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 











On Success 8 OUR We have a contract for you under which your 
: EKVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, micticin 


Cash Capital, $200,000.00 V. D. CLIFF, President 





sociated with the Joseph F. 











appointed district manager of the newly 
created southern California district, in- 
cluding Orange, Imperial, San Ber- 
nardino, Riverside and San Diego coun- 
ties. This business will be reported 
through the Los Angeles branch office. 





Felix M. Locher 


Felix M. Locher of Visalia, Cal., who 
has been one of the leading producers 
of the Pacific Mutual Life, having more 
than $1,000,000 of paid business to his 
credit, has been appointed general agent 
for the San Joaquin Valley. For the 
time being, he will make his headquar- 
ters in Visalia, but will also have an 
office in Fresno. 


George R. Tryner 

George R. Tryner, who has beeen ap- 
pointed branch manager of the Pacific 
Mutual Life at San Francisco, has now 
taken his new position. He has been 
cashier for the Kilgarif & Beaver gen- 
eral agency in that city. Inasmuch as 
both members of the firm are now dead, 
it seemed wise for the Pacific Mutual to 
establish a branch office in San Fran- 
cisco. 


W. E. Gaston and E. L. Seamans 


W. E. Gaston and E, L. Seamans of 
Wichita, Kan., have formed a partner- 
ship, and become managers for the 
Midland Life of the Central Kansas 
agency. They bring to the Midland a 
record of success as insurance writers, 
and of clean business methods and fair 
dealings that have made them highly 
esteemed by the business community, 
of Wichita. Their slogan is Two Mil- 
lion Dollars for 1922. 


E. R. Plotts 


George B. McGill of the Michigan 
Mutual Life has been in Omaha and 
appointed E. R. Plotts, former general 
agent of the Guardian Life there, as 
general agent. Mr. Plotts built up one 
of the Guardian Life’s prosperous 
agencies. He will put the Michigan 
Mutual on the map in Omaha. 





W. M. Chase 


The Shenandoah Life entered New 
Jersey, Jan. 1, with W. M. Chase as 
state agent, with headquarters at 23-24 


Segal building, Atlantic City, N. J 


Jay Allen Fiske 


Jay Allen Fiske has resigned the 
presidency of Northern California Life | 
Underwriters Association. He has left 
for St. Louis, where he will become 
associate general agent of the Aetna 
Life. He is a large personal producer. 

Mr. Fiske was formerly assistant to 
General Agent E. H. Lestock-Gregory 
of the Aetna Life at San Francisco. He 


at St. Louis. Manager John W. Estes, 
St. Louis, has been in charge of the 
eastern Missouri field for a long time. 


Travelers Changes 


R. N: Haines, manager of the Travel- 
ers at Des Moines, has been appointed 
manager at the St. Louis office, succeed- 
ing J. D. Bowers, resigned. John G. 
Phillips, assistant manager at Des 
Moines, has been promoted to the posi- 
tion of manager 

Paul Stewart, assistant manager at 
Omaha, has been appointed manager of 
the company’s new branch office at Cedar 
Rapids, Ia. 


Life Agency Notes 


J. Z. Armstrong is leaving the service 


of the Aetna Life at Topeka to go with 
the Bank Savings Life of Topeka. 


Manager Darby A. Davy of the Mutual 


Life at Chicago has established a North 
Shore branch agency in 307 Emmerman 
buildings Sheridan road and Lawrence 
avenue It will be in charge of Sidney | 
W beloved 

F. L. Good, who resigned as general | 
agent of th Penn Mutual Life at Sioux 
City Ia.. who moved to Seattle, has 
taken up his work there and will be as- | 


Grant gen- 


ral agency of the company 














WILSON GETS HEARING 


ARRANGE FOR COI COLORADO SUIT 


Agreement Reached Regarding Case to 
Settle Title to Office of Insurance 
Commissioner 


DENVER, COLO., Jan. 10.—Com- 
missioner Earl Wilson is assured of a 
hearing in court at last, following at- 
tempts of Governor Shoup to remove 
him from office several months ago by 
the appointment of Jackson Cochrane 
as head of the department. After re- 
peated pleas from the commissioner 
that officials of the attorney general’s 
office agree to a statement of facts in 
the dispute arising over the legal holder 
of the commissioner’s office, Charles 
Roach, assistant to Attorney General 
Keys, has consented to sue him. A 
formal complaint is being prepared by 
the attorney general’s office on behalf 
of Mr. Cochrane. 

Consent to bring suit against Com- 
missioner Wilson was obtained follow- 
lowing a_ short conference of counsel 
representing the opposing factions. At 
this conference a partial statement of 
facts and-law was agreed upon. The 
complaint will be filed either in the 
district court or in the state supreme 
court, depending upon the nature of the 
agreements reached on the facts in the 
case, it was said. The complaint in 
itself will be in the nature of a quo 
warranto suit against Commissioner 
Wilson, based on allegations and con- 
tentions of Mr. Cochrane. It is be- 
lieved the suit will be filed early next 
week. 


E. A. MARTHENS IS REELECTED 


Milwaukee Representative of Great 
Northern Life Again Heads 
Wisconsin Federation 


E. A. Marthens, of Milwaukee, Great 
Northern Life, was reelected president 
of the Wisconsin Federation of Insur- 


|ance at its second annual meeting in 


Milwaukee Monday. The _ vice-presi- 
dents include: 3ruce Whitney, Mil- 
waukee, general agent Mutual Life of 
New York; C. M. Robinson, Oshkosh, 
Fraternal Reserve; D. N. Cameron, 
| Oshkosh, general agent, Northwestern 
Mutual Life. 

Mr. Marthens pointed out that it was 
the aim of the Federation not to engage 
in politics but to lend its efforts in the 
direction of education of the public and 
legislators along insurance lines so that 
they will understand the difference be- 
tween safe indemnities and the follies 


| of some of the present opposition such 
: : }as state insurance, and that legislators 
has been appointed associate manager | 4 
“ta ; “. | be acquainted with the problems of in- 
| surance as impractical for the state to 


| handle. 


Commissioner Platt Whitman pointed 
to the Nonpartisan League and Equity 


| organizations as examples of destructive 


effects politics have in organizations 
which are supposedly not based on such 
fundamentals but drift into that field. 
He cited the state life insurance, fire 
fund, workmen’s compensation regula- 
tory law, and failure to pass at the last 
legislature of unemployment insurance 
regulations. In conclusion he pleaded 
for cooperation among insurance com- 
panies who should seek no laws to 
weaken the position of any company, 


and to prevent vicious legislation af- 


fecting insurance by education of the 
people and the representatives. 


Central Life Men Meet 

General agents in Towa for the Cen- 
tral Life of .— Moines held a cx he r- 
ence at the home offices last Saturday 
The agents represent a force of 200 
who produce $7,000,000 in business a 
vear. Plans for an ageress’ 
paign in 195 were made. President 
George B. Peak presided 
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surance in force Dec. 31 was $78,129,- 
203, the gain in insurance in force being 
$524,723. The total premium income in 
1921 was $2,431,669 and the total in- 
come $2,858,487. Policyholders and 
beneficiaries were paid $886,075 and the 
total disbursements were $1,780,882. 
Only $6,000 Terminated 


The report of the United Fidelity 
Life of Dallas, Tex., is of interest, as 
its only termination during 
$6,000 of death claims, its 
paid-for business being 
Thus the increase of insurance in 
force in 1921 was $5,482,857, no cancel- 
lations being in effect and 
$6,000 in claims. The new business in 
1920 was $282,000. 

The Western States Life of San 
Francisco wrote last year $13,600,000 
new imsurance. Its insurance in force 
is $50,000,000. Its assets are $6,150,000, 
gain $1,000,000. Its reserve is now $4,- 
150,000, gain $825,000. Its total income 


total 


$9,458,857. 


last year exceeded $2,400,000, gained 
$325,000. Last year its surplus to 
policyholders increased to over 
$1,200,000, 

The Des Moines Life & Annuity 


shows assets $1,087,028, capital $500,000; 
net surplus, $121,515. Its new business 
last year was $3,876,133 and its busi- 
ness in force, $13,432,755. Its premium 
income last amounted to $443,093 and 
total income $505,233, 

The National Guardian Life of 
Madison shows assets $1,576,716; capi- 
tal, $100,000; net surplus, $106,000. Its 
new business last year was $3,985,436 
and its insurance in force was $758,232. 
This makes a gain of insurance amount- 
ing to $2,053,646. The production was 
equal to that of 1919. During last 
year it made its reserve and set aside 
as liability a sum sufficient to pay divi- 
dends to policyholders for the entire 
year of 1922, created a special fund of 
$31,000 for contingencies and increased 
its surplus over $40,000. The National 
Guardian Life is now working on a 
budget system that was arranged by 
Secretary Beecher. Its mortality ex- 


perience was 39.8 percent. With $1,- | 


500,000 mortgage loans there was only 
$255 interest unpaid. 
Pacific Mutual Life 


Vice-President D. M. Baker of the 
Pacific Mutual Life, announces that the 
company wrote about 80 percent as 
much new life business last year as it 
did the year before. It collected in 


non-cancellable accident and _ health 
premiums last year, $1,300,000. The 
company’s total income in the acci- 


dent department last year was about 
$4,000,000, being an increase of 23 per 
cent. This increase is due largely to 
non-cancellable business. The total in- 
come of the company last year was in 
excess of $20,000,000. Vice-President 
Baker predicts that the agents will pay 
for $100,000,000 new life business this 
year. 

The Detroit Life reports a total of 
new business paid-for during 1921 of 
$9,844,000, an increase of $2,263,000 or 
29.7 percent over 1920. The December 
record of paid-for business was $1,- 
116,000, the largest done in 
any single month with one exception 
in the history of the company. Thx 


business 


total in 1921 compared with $5,205,000 | 


of paid-for business in 1919, an increase 
of $4,639,000, or 89.2 percent over 1919 
in force Dec. 31, 1921 
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PROSPECTS FOR LIFE 
COMPANIES IN 1922 


(CONTINUED FROM PAGE 1) 

| 

business because policyholders were 
temporarily embarrassed financially, 
|and neither the company nor the gen- 
eral agent could afford to carry notes 
for any length of time. Today the situ- 
ation is that the agent or general agent 
| who can afford to wait, who can carry 
| notes, and who is not faced with the 
absolute necessity of getting the money 


|}on all business written, can gather in 
| the applications and prosper, while the 
|agent or general agent who is unable 
to float notes and carry paper, cannot 
write a very heavy volume.” 


Hopeful Regarding Mortality 


about the probable mortality experience 
for the year, or the condition of the in- 


year was the most favorable in the his- 
tory of life insurance, from the stand- 
point of mortality. There is 


perience for 1922 will just about, 
parallel that of the preceding year. 
Mortality savings will be higher than 
usual, and this is one of the encourag- 
ing prospects for the year. In addition, 
the companies are enjoying a very 
favorable return from investments. 
There is every reason to expect that 
surplus funds can be invested during 
1922 to good advantage. 


Will Revise Dividend Scales 


That companies generally are conh- 
dent of the results for this year is 
shown in the fact that dividend scales 
are being brought back to a more 
normal basis. A number of the big 
companies have readjusted their divi- 
dend tables to approximately the fig- 


ures in effect before the war. Un- 
questionably, most of the companies 
that have not already revised their 


dividend scales will do so this year 
Not Worried About Loans 


It is somewhat surprising to find 
that most life companies are not wor- 
ried about policy loans. During last 
year the demand for loans on the part 
of policyholders was exceptionally 
heavy. Companies were forced to lend 
large sums. The demand was insistent, 
and toward the close of the year, some 
of the companies became alarmed over 
the fact that there was no decline in the 
requests for loans. 

Today the companies feel that the de- 
mand for policy loans will not become 
any heavier, and that prospects are that 
the requests will fall off during 1922. 
“We will simply have to shape our in- 
vestment programs to comply with the 
present desire for loans on the part of 
policyholders,” said an official of one 
of the large companies. “We will have 
to keep this feature in mind. We can- 
not invest our funds too heavily, be 
cause we will have to lend out to our 


own policyholders a rather consider- 
ble sum during this year. The con- 
litions that made it necessary for 


borrow money last 


1 14 
nolicvholders to 
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Life companies are not at all worried 


vestment market. In fact, the com- 
panies are most hopeful about these 
two features of the business. Last | 


every | 
reason to expect that the mortality ex- | 











reat Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company’’ | 


Has never issued a policy with 


Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 

(No frills or trimmings) 


Issues only 


Plain, Simple Contracts 
Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 
Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


Oo. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 














THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh *53,8*"* Pittsburgh, Pa, 











THOMAS J. OWENS, President 


Capital, $200,000 


} All of the stock is held by few substantial business men 
of Indiana who believe in the ability of the management to 


| . “ 
build a« real life insurance company. 


DR. ALBERT SEATON, Vice-President and Medica! Director 


_ CENTURY LIFE INSURANCE CO.), inorknarotis 


NO ORGANIZATION EXPENSE 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency —- 


Tell us where you want to work 





CLAUDE T. TUCK. Secretary 
Occidental Building 


Surplus. $100,000 


Managed by men experienced and familiar with all de- 
partments of life insurance work. 
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| ance of the present demand, with some 








NewY ork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


OEE PET TE TE $142,672,244 
EE SE sais tas rccviewt dt seen 44,335,004 
I i ass we ce gadd wate wes 6,782,885 

SP $193,790,133 





Paid Policy-holders, 1920 


Death Claims............ ee ere e $35,036,558 
I iia a ha cal aii 24,399,171 
Dividends............. pebinmapcdwaudediss 31,981,555 
Surrender Values, Etc................... 23,432,313 

Total to Policy-holders............ $114,849,597 


$693,979,400 
$966,664,397 
$841,255,357 
$125,409,040 
$3,537,298,756 


New Paid Insurance in 1920 . . . . 
Admitted Assets, January1, 1921 . . 
Legal Liabilities, January 1,1921 . . 
Reserve for Dividends and Other Purposes 
Insurance in Force, January 1, 1921. . 


BOARD OF DIRECTORS 


LAWRENCE F, ABBOTT WILLARD V. KING 
ALFRED L. AIKEN DARWIN P_ KINGSLEY 
JOHN E. ANDRUS RICHARD I MANNING 
CORNELIUS N. BLISS, Jr. JOHN G. MILBURN 
NICHOLAS MURRAY B GERRISH H. MILLIKEN 
GEORGE B. CORTELYOU FRANK PRESBREY 
JOHN H_ FINLEY 
DAVID R_ FRANCIS 
A. BARTON HEPBURN 
MYRON T HERRICK 
GRANGER A. HOLLISTER HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 
S. DAVIES WARFIELD 


GEORGE M. REYNOLDS 
ELBRIDGE G. SNOW 


hope for a decline in the spring.” 
Demand Firmly Established 


| So far as new business is concerned 
the companies are not making very 
many optimistic predictions. Generally 
speaking, the opinion is that business 
will at least be on a par with 1921, but 
that marked gains cannot be hoped for. 
The condition of the money market is 
such that heavy writings cannot be 
reasonably expected. But the demand 


universally established. The fact that 
prospects without the money to pay 
for life insurance will sign an applica- 
tion, will want life insurance, and will 
make every possible sacrifice in order 
to make the first premium, indicates 
very decidedly that the necessity of 
life insurance has been brought home 
to many who would not have even con- 
sidered the purchase of it a few years 


| be closed without so much urging as 
was formerly necessary that gives en- 
couragement to companies and agents. 
Everyone familiar with conditions in 


who might be selected today, a great 
| many more are prospects for life in- 
surance than would have been even 
five years ago. The demand on the 
part of the public for life insurance is 
certainly stronger and more widely dis- 
tributed than ever before. This fact 
is going to aid materially in the writing 
of business during the year to come, in 
spite of the fact that it is anything but 
easy to get the cash for premiums. 


West Coast Life Campaign 


The sixth Campaign of the Golden 
Harvest, conducted by the West Coast 
Life of San Francisco, brought about 
a production for the last four months 
of 1921 that was 15 percent higher than 
for the same period of 1920. California 
won the event. It was pitted against 
the entire balance of the field organiza- 
tion with a handicap of $500,000 to be 





been 
California production this year 


tion has 
manner. 


records. 


Livingston and Kankakee counties, 
Illinois, have been transferred to the 
Terre Haute, Ind., general agency of the 
Mutual Life. Lake county, Indiana, has 








been taken over by the Chicago general 
agency. 








| for life insurance has been firmly and | 


ago. It is the fact that prospects can | 


the field states that out of say 100 men | 


overcome. It accomplished this dur- | 
ing December with over $190,000 to 


spare. 
The company now has the entire | 
Northern California territory under | 


district managers and a strong organiza- | 
constructed in this | 


is expected to far exceed all previous | 


ANNUAL MEETING OF 
| GREEN SIGNAL CLUB 
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heavy during 1921, Mr. Arnold said. 
it is often impossible to learn the rea- 
son why the policyholder is requesting 
the loan value of his contract. How- 
ever, the company made a rough classi- 
| fication during the year and discovered 
that loans were requested principally 
to cover medical and hospital expense; 
| to avert business failure; to prevent the 
levy of execution on farm implements 
and stock; to cover the cost of moving 
from one location to another, and to 
provide the cash with which to buy a 
home. Mr. Arnold said that during the 
vear, the company made 4,212 policy, 
loans for $1,213,000. 


Many Abuse Privilege 


Many abuses of the policy loan priv- 
ilege were observed during the year. 
Country bankers especially encouraged 
policyholders to get loans from the 
company. Many policyholders bor- 
rowed money merely to meet current 
expenses. Mr. Arnold said that while the 
loan feature of a policy should always 
be explained, the agent should never 
fail to make clear to the policyholder 
that when he borrows on his policy, he 
is borrowing from his widow. 





Renewed 88 Percent 


Mr. Arnold said that the Illinois Life 
renewed over 88 percent of the busi- 
ness written in 1920. Many companies 
just about held even in the amount of 
insurance in force, but the Illinois Life 
shows a gain of $10,000,000 in this 
particular. The company now has 
$130,000,000 of insurance in force. Mr. 
Arnold said that during 1921, renewals 
will be easier. He advised agents to 
see policyholders 60 days before the 
premium is due, and to make new in- 
surance the object of the call. Then if 
the policyholder cannot be induced to 
buy additional coverage, he will at 
| least not lapse the old policy. 


Annual Statement Figures 


Discussing the company’s financial 
statement, Mr. Arnold said that the II- 
iinois Life now has assets of $19,360,- 
000, a gain of $2,000,000 over last year’s 
| figure. The statement shows legal re- 
| serve of $16,111,000, a gain of $1,500,000. 
| The survivorship investment fund has 
| grown to $1,362,000. The company has 
| other special funds and reserves of 
$587,000. The company has _ unas- 
| signed funds and capital of $1,300,000. 

G. H. Kopperl, of Jacksonville, Il. 
told “Some of the reasons why 1922 





Total Resources Dec. 31st, 1920. - 
New Insurance Paid for 1920 ° 


Insurance in Force . © . 
(Exclusive of ameunt Insured under Double Indemnity Provision) 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 


NEW ORLEANS, U. S. A. 


$ 8,742,060.93 
31 433,676.00 
91,408,227.00 


N KEEPING with the higher Ideals and Ethics of 


seek to employ agents of other companies, but by interesting men of intelligence, character ad 


clean record, instructing them by correspondence, and 


specially trained men, it has built up a field organization that is prosperous and contented. 


What these agents are doing, you can do, if you 
open to you. 


Address E. G. SIMMONS, Vice-President 


New Orleans, La. 


the business, the Pan-American does not 


assisting them by the active eo-operation of 


have the will—the Pan-American Way is 


& General Manager, 











W. W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


onthly Pension Bonds 


(Copyrighted) 


Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 
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should be a winner.” Mr. Kopperi | during 1922. He aieeadll emphasized | wrote business in every county in its | he agent has been in the service for 
said that the business failures of 1921 | the eoocanes of life men in the field | home state during 1921. | several years. 
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ing Taxes are receding. State federal and time to maintain a confident attitude Mr ~ ere nag a hat a ‘the cutie music and dancin 

ow- inheritance taxes will be lighter during | toward the business future of the ee Ger te Se eee es aie de, ; Sih 

ssi- the year. All signs point to improved country. sont nce —s v a te ota life insur ance . 

ved selling conditions for 1922, Mr. Kop- Farmer Poor Prospect _ tar oe eeieiieiiian with aa compan) Connecticut Mutual’s New York Move 

ally = — ae -_ = we selli =e t r the and not shiftin , bout from on con- rl Connecticut Mutual announces 

1Se; known, statistician and other financial | ee ete Sage Sogneerny will ye nection os enatian. Mr Hutch son said | that pending the appointment of a 

the —— cme hata _ oe mo iled aie + ; +" St ns that ‘ tim . r0e! ‘on the ‘salesn in be- | - . - to fill the vacancy in the 

ate business conditions during the nevg curtailed to a large extent, war. ¢ oe 7 1 ner ome —e CMG premeceedie gent pol sllersndbn, = . : Wool. 

. year will be very much improved over | said. In order to maintain a proper | Comes familar with every angie Of his | ce iny'’s general agency in the 00 

ing 1921. business record, the men on the firing | company. He learns its strong points vort Building in New Y ork City 

oa Wharf’s Practical Suggestions line will have to turn their attention to He gets on a familiar basis with the the transfer of ». D. Jones 
those working on salary in the towns | home office officials He knows just | to develop a new general agency for 
the Eugene C. Wharf, of Vincennes, Ind., | and cities. While the average salaried what he can do, and what he cannot do this com] in New York, the Wool- 
icy, general agent of the Wabash Valley | man has perhaps had his income re- | He is at home, and though he is many | wort! uilding agency will be in 
Agency, discussed “Producing business | duced to some extent, his salary is not | miles away from the home office, he hi of Harry F. Gray, the com- 
under present day conditions.” Mr. | below that received in 1920. Further, | feels in close touch with those at the | pany’ issistant superintendent of 

: Wharf said that during the last year he | he is better able to buy the necessities | head of his company Mr. Hutchison gencies Wallace M Adamson has 

_ was forced to revise his selling plans | of life. Prices are lower. Mr. Stevens | said that there is seldom anything | bees ppointed cashier of the Wool- 

sar. entirely, in order to meet the new con- | said that, as usual, the Illinois Life | gained by a change of company after | worth Building agency. 

zed ditions. In his section of the state, there 

the are many large wheat farmers. Because — — - — 

or- of the condition of the market, his | 

ent agency force was compelled to abandon 

the solicitation among this class of pros- | 

ays pects. Instead, the smaller ee | HOME OFFICE f 

ver the dairymen, and those operating on a SPRINGFIELD, ILLINOIS 

= oa moderate scale ng’ canvassed. An Old Line Legal Reserve Life Insurance Company 
n addition, the country agency force = 
turned its attention to teachers, nurses, | A Company of Service 
men in public office, clerks, etc. Mr. Service to Policy Holders Service to Agents Service to the Public 

“ Wharf said that his men during the Operates under the Famous “‘Registration Act” which requires the reserve on every policy issued to be deposited 

ite year made a special drive among old and held in Trust by the Insurance Department of the State 

_ policyholders, calling ostensibly for the Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 

1es purpose of explaining the new benefits F - ‘ oars meron 

of not held bv the old policyholders. Me A few good openings for good live producers in Illinois. Correspondence nvited. 

. , +~ thee . H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 

ife Wharf said that the strong, economic 

his position of the life insurance agent has nn — 

las been emphasized during the year when 

{r. men in many lines of business have 

als been dropped from the payroll. The A POINT IN YOUR FAVOR 

ae life insurance man has a valuable thing 

e in his renewal contract. His income es e ; , ° 
in- under a renewal contract goes on in|| 1he Grange Life is an opportunity for live agents. They have that opportunity of selling 
if good times and bad, and Mr. Wharf || a policy lower in cost than many others and can still go into any community, confident in 

to said that the value of working and h k : ¥ h 

at beliding ee © renowel income was never | the knowledge that the protection they offer cannot be bettered nor the company they repre- 


more strongly emphasized than during sent be outdone in service. 
the year just closed. 


al a a | GRANGE LIFE INSURANCE COMPANY 


Johnson and Perry Speak 











Il- A. C. Johnson, general agent at Tul- 
0,- sa, Okla., predicted that the basheeen | LANSING, MICHIGAN 
, > 9°29 ; , » 
tag a oe ac ph Magu ~~ |] NLP. HULL, Pres C. H. BRAMBLE, Secy. and Treas. L. D. WALLINGTON, Supt. of Agents 
0. bought in 1921 that lapsed when the | 
as first premium notice was sent last year. 
as Mr. Johnson predicted that those who | 
of take out life insurance in 1922 will do | 
| 








s- so because of the real desire for pro- | , 
0. tection. The business will not be of 

. a temporary character. T i4 iy E e The Northwestern Mutual Life 
29 W. O. Perry, of Atlanta, manager of : : 
= the company in Georgia, also predicted Insurance Company was the pioneer if 





























. oe yor Gamy establishing rules to protect itself and its 
What Training Has Done » e ° ° ° 
T 1. testes of Gast Sete RULES: agents against evils which demoralized the 
manager of the company in Michigan, . 
talked on “The Significance of Schools business. 
of Salesmanship.” Mr. Henderson 
said that the untrained life man today 
has difficulty in even getting a hearing. For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


The operating methods of the up-to- 
date life men, particularly in the large 
cities, have made the public more dis- 
criminating in its demands as to life 
insurance salesmen. This one thing 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 
of another company upon an anti-rebate agreement from him. 


—— ee oe cmp 1 = For more than twenty-eight years it has adhered to its present Civil Service Rule which 
seat of tho catalan aaaais Wak Gea provides that all appointments to general agencies shall be made from those already connected 
- already been established has been far aS Gis CamnpeRy ane eeerete Gunes. 
= reaching and permanent. Their estab- To the literal enforcement of these rules is attributed, in large part, the success, high character 
lishment means that the incompetent, and the loyalty of the agency force of 


ne’er-do-well, can never again hold a 
permanent place in the selling ranks 


of life insurance. 
R. W. Stevens Optiminti THE NORTHWESTERN MUTUAL 


In discussing “The Changing Times,” CEI, 
R. W. Stevens, vice-president of the G a= = 


company, said that the officials of the Dy |e 

Illinois Life were particularly gratified L j F t ¥ ; i hy S U 4 A N Cc E 
over last year’s showing, for the rea- 
son that the big volume of business > 

was poomene by practically the same : 

agency force that was connected with . 

the company in 1921. He said that the Milwaukee C Oo M fo A N Y Wisconsin 
company confidently expects the great- 

ad est new business record in its history 






































Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 











ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 























Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—l}- 
Contract direct with the 
Company. 

-O- 
Over $125,000,000 of in- 


surance in force. 
—O- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 





Hy 














Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 





22 THE NATIONAL UNDERWRITE R 


TO HEAD NATIONAL SAVINGS 


New Wichita Company, Which Will 
Have $300,C00 Capital, Elects 
Full Slate of Officers 


WICHITA, KANS., Jan. 11.—W. C. 
Coleman, president of the Coleman 
Lamp Company, was elected president 
and chairman of the board of directors 
of the newly organized National Sav- 
ings Life ot Wichita, at a meeting of 
the board of directors held last week. 
C. M. Jackman, president of the Kansas 
Milling Company, was made vice-presi- 
dent and chairman of the executive 
committee. Louis A. Boli, Jr., presi- 
dent and general manager of the 
Wichita Underwriters, Inc., was elected 
vice-president and agency director of 
the National Savings Lite. Mr. Boli 
was formerly vice-president of the 
Inter-Southern Life. L. L. Marcell, 
president of the White Eagle Oil Com- 
pany was made vice-president of the 
National Savings and W. M. G. Howse, 
president of the Johnson-Lorimer Dry 
Goods Company, secretary. 

The National Savings Life will have 
a capital stock of $300,000, of which 
$100,000 will be subscribed by citizens 
of Wichita and Sedgwick county. The 
company will have a paid-in surplus of 
$275,000 when the stock is all distrib- 
uted. There will be a board of 25 di- 
rectors and an advisory board com- 
posed of 250 leading citizens of 
Kansas. 


Economy Life Banquet 


The Economy Life of Chicago, a 
company now in the process of or- 
ganization, held a boosters’ banquet 
Monday evening, at which nearly 150 
stockholders and friends of the com- 
pany were present. The plans for the 
future and developments during the 
past ten months of organization work 
were outlined by L. O. V. Everhard, 
organization manager, who acted as 
toastmaster. President Samuel Sailor 
gave an address of welcome and com- 
mended the work of Mr. Everhard. S. 
S. Parks, general counsel for the com- 
pany, spoke on the ideals of the com- 
pany and the great institution of life 
insurance. He also read a letter from 
Judge Horner of the probate court, 
which gave the viewpoint of the pro- 
bate judge on life insurance, the result 
of years experience in watching the 
succession of unpleasant terminations 
of lives, with poverty and want left to 
the dependents of the dead. It was a 
stirring appeal for life insurance and 
adequate amounts of protection. 

Judge Wells M. Cook of the muni- 
¢ipal court then spoke on the value of 
life insurance and the service rendered 
to the public through its benefits. He 
commented especially on the plans of 
the Economy Life for detailed investi- 
gation service and said that this work 
was of most vital importance, as the 
moral hazard was the greatest foe of 
life insurance. The other speaker was 
Judge Prindiville, who spoke generally 
on the benefits of life insurance and 
the value of association with life com- 
panies, 


Kansas Fraternal May Move 


The Security Benefit Association of 
Topeka, a fraternal, is getting ready to 
move out of Kansas if the state offi- 
cials continue to “interfere with its 
business.” That association has just 
completed a referendum on an amend- 
ment to the constitution which permits 
the executive committee by a five- 
sevenths vote to move the headquarters 
from Kansas and reincorporate in some 
other state. 

The report on a recent examination 
of the association was very unfavorable 











to it. 
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COLEMAN IS PRESIDENT | HOLD . DAYTON MEETING 


GEM CITY AGENTS CONVENE 


Gather at Home Office of Company— 
Prizes Awarded to Leading 
Producers of 1921 


\ meeting of the general agents of 
the Gem City Life of Dayton, O., was 
held at the home office last week. There 
were 59 general agents in attendance 
from various points in Ohio. Discus- 
sions of ways an d means for increasing 
this year’s business, and a study of last 
year’s record c sumed most of the 
time. The business for 1921 showed an 
increase of 180 percent over the pre- 
ceding year. George H. ws of Akron, 
O., and H. J McLelland of Cleveland, 
were presented with handsome gold 
watches for securing the largest amount 
of business during the year just closed. 
A number of cash bonuses were also 
distributed. 


Company Making Gains 


The company closed 1921 with over 
$5,200,000 of paid-for business in force. 
The company has made material addi- 
tions to its agency force during the year. 
The two leading producers went into 
life insurance work wi th the Gem City 
from other lines of business. They had 
had no previous insurance experience. 
The Gem City is making an aggressive 
drive for business in Ohio, and has 
thoroughly organized its home state. 
Those in attendance at last week’s con- 
vention were enthuiastic over the pros- 
pects for 1922. The meeting closed with 
a dinner followed by a trip through the 
plant of the National Cash Register 
Company. 


Connecticut Mutual Conferences 


The Connecticut Mutual has been 
holding two conferences of its general 
agents, one in Baltimore on Jan. 4-6 and 
one in St. Louis on Jan. 9-11. These 
conferences were for the purpose of 
discussing organization methods and 
considering district agency and _ sub- 
organization plans. Another of the 
topics under discussion was the edu- 
cation or training of agents. 

The Baltimore meeting was opened 
by President Robinson and Superin- 
tendent of Agencies Steiner spoke on 
organization. District and subagency 
questions were discussed and contracts 
presented by Secretary J. H. Greene. 
A paper on company training plans 
was read by H. M. Holderness, agency 
correspondent, and H. F. Gray, as- 
sistant superintendent of agencies, led 
a discussion on field training. On the 
last day, W. H. Harrison, assistant su- 
perintendent of agents, spoke on serv- 
ice to agents. 

The St. Louis meeting was based on 
the same program and the same offi- 
cials took it in charge. 





Equitable Life Meetings 


General agents of the Equitable Life 
will meet in the board room of the 
society in New York City, Jan. 16, for 
their anual session, while the man- 
agers’ conference of the same organi- 
zation will be held in the Pennsylvania 
Hotel, New York, Jan. 18-20. Both 
gatherings will be attended by officials 
of the society who will detail the plans 
of the Equitab le Life for 1922, and will 
also review the excellent work per- 
formed by the field men during the year 
1ewly closed. 





HOME OFFICE POSITION 

Wanted by a producer of wide selling and busi- 
ness experience a home office position with a life 
company either in the inspection or agency de- 
partments. I am willing to travel continuously 
and go anywhere at any time. I can make good 
in any traveling position. | am now manager of 
a city agency. 

Address A-3 care The National Underwriter 











XUM 








— 




















January 12, 1922 


LIFE INSURANCE EDITION 





| MODERN BUSINESS GETTING METHODS | 





Essential That the Underwriter 


Gain 


Prospect’s Confidence in the Ability 
and Desire to Render True Service 


OHN Il. STEVENS, president of 
the Chicago Field Men’s Club and 
recently appointed agency director 


of the D. G. Drake Agency of the Na- 
tional Life of Vermont in Chicago, is 
a life underwriter who had nine 
years of valuable experience in the field 
and has now entered a position to put 
his experience to good use. Mr. Stev- 
vens has profited by his own experience 


has 


and has many valuable ideas on life 
underwriting that point to the funda- 
mental requirements of an agent and 
the means of attaining success in the 
great profession of life insurance. 
His ideals and standards for the pro- 
fession have been placed very high and 
it is his practice to always strive to 


lace it on a 


improve the business and p 
outlined 


still higher plane. He recently 


some of his meth and ideas and 
these are of value to all life underwrit- 
ers. To the new men they give inspira 





JOHN H. STEVENS 


tion for greater service and to the older 


men in the field, some of whom perhaps 
have had even more experience than 
Mr. Stevens. they may present sugges- 


tions for improving field work. 


Keynote of Underwriting 
Is Honest Service 


The keynote of life underwriting, ac 
cording to Mr. Stevens, is service. It 
is his feeling that if the highest type of 
service is rendered, if the agent gives 
his best to the prospect, the future will 
take care of itself. The important fea- 
ture in selling life insurance is to pre- 
sent to the prospect the fact that serv- 
ice is the article you have to sell, not 
company, policy or rate. If this is done, 
it is not possible for the prospect to 
merely say “I do not care for insur- 
ance” or “I am not interested.” When 
approached with the idea of service and 
the filling of a specinc need, the pros- 


pect is made to realize that the insur- 
ance in question is a necessity. He will 
cither buy or give a legitimate excuse 


latter case, it 
change the 


for not buying. In the 
is the duty of the agent t 
program to come within the need and 
means of the prospect. Mr. Stevens’ 
policy is to always take what he can 
get from the prospect, however small 
the policy may be, and let the future 
care for itself. Ifa man is sold on life 
insurance and takes even a minimum 
policy, he will be ready to increase at 
any time when the means will permit. 


) 
1 





A follow-up on these men will bring 
results and in many cases the small 
policyholders. of their own will, seek 
out the agent who had his business. 


The important feature is to sell service 


The Greatest Factor 
Is Gaining of Confidence 


Mr. Stevens says that the great fac- 
tor in selling service is confidence. He 
has based his entire life work on the 
gaining of confidence of prospects. If 
confidence is gained, it scarcely need be 
mentioned that the best service obtain- 
able will be given and that the full 
needs of the prospect will be met. The 
fact that the agent has gained the con- 
fidence of the prospect, indicates that 
the’ latter is willing and ready to accept 
the unqualified services of the agent 
and put into his hands the entire life 
insurance program. In this connec- 
tion, Mr. Stevens compares life insur- 
ance to any profession. The successful 
life underwriter is the man 
be a good doctor, lawyer or other pro- 
fessional man, were he not a life agent. 
He is a man whose great desire is to 
give professional service. Service is the 
basis of his life plans and he has real- 
ized that life insurance is the profes- 
sion that will do the greatest good to 
the greatest number. To carry out this 
idea of service always and for all, he 
becomes a life underwriter, not a ped- 
dler of life insurance or an order taker, 
but a life underwriter. 
comes counsellor, advisor and agent for 
the prospect, in life insurance matters 


Company or Rate Not 

of First Importance 

Mr. Stevens, as all life insurance men 
who have built a clientele, has encoun- 
tered many cases of the results of con- 
centrating on the »roblem of gaining 
confidence. He said that one of his 
best policyholders was a lawyer who 
was being approached by another agent 
at the same time that Mr. Stevens was 
making his first approach. This man 


found that the price advantage lay with 





who could 


As such he be- | 


THOUGHTS FOR 


OT one policy in ten, but nine out 
N of ten, are sold in competition, 
notwithstanding frequent asser- 
tions to the contrary. The competition 
is not between insurance agents, but 
between duty and desire, between thrift 


and extravagance, between denial and 
indulgence, between insurance and 
automobiles, between insurance and 


speculative investments, between insur- 
ance and cigars, between insurance and 
luxurious apparel. 

* * * 

There is one sure way of beating such 
competition—induce people to live on 
budgets and get life insurance allotted 
its proper proportions in budgets for 
income of varying sizes. 

It will be well for insurance men to 
do their share not only in making 
budget days, 1922, successful, but in 
tromoting the budget idea every work- 
ing day. More budgets mean more 
life insurance. 

Budget suggestions are coming not 
only from general promoters of thrift, 
but from savings banks, building and 
loan associations and bond dealers. It 
is well that insurance men give suffi- 
cient attention to the propaganda to see 
that life insurance be not shorted in the 
model budgets. 








Mr. Stevens’ competitor and, regarding 
it as a business deal to be purchased 
on a competitive basis, was about to 
place his business where he could have 
the rate advantage. Mr. Stevens, how- 
ever, convinced this man that, as in all 
other professions, service was the im- 
portant factor and that he, Mr. Stevens 
was in a position to give this man the 
best service. He gained the confidence 
of this lawyer. He did not sell the 
company or the policy, in particular 
but he did gain the confidence and sell 
his services. Another case was men- 
tioned where Mr. Stevens was given 
charge of all the policies by a man who 
was about to make a tour of the coun- 
try. Confident that Mr. Stevens would 
give the best and quickest service it 
case of any emergency, this man had 
turned over all of his insurance affairs 
without qualification. Countless othe 
cases could be mentioned. But the ex- 
perience of Mr. Stevens is common to 
all life underwriters and is merely an 
indication of the value of taking 
of the future by properly handling th 
present, bv selling services through the 
gaining of confidence 


care 


Necessary to Make 
Some Personal Contact 


Another feature that Mr. Stevens has 
made a rule is that of making personal 
contact in each case. He does not be- 
lieve in the cold canvass, for there are 
sufficient prospects who can be classed 
among friends and acquaintances to 
preclude the necessity for building a 
cold canvass list. When a prospect is 
approached without knowledge or with 
out personal contact, thcre is nothing in 
common and the agent has a difficult 
time. The sales can undoubtedly be 
made in many cases, but the time spent 
in that kind of work does not bring 
proportionate results. Mr. Stevens be 
lieves that for the greatest returns, the 
agent should work through educational 
social, civic and business organizatiot 

in seeking prospects. One very excel 
lent means that Mr. Stevens employs is 
social work, which has been recently 
called “humanizing efforts.” Mr. Stev- 
ens is very interested in scout work and 
other civic work. This brings returns 
in many ways. ‘It gives an avenue for 
the acquiring of many prospects for Mr 


Stevens and, as he said, prevents th« 


THRIFT WEEK 


Here’s another thought for thrift 


week. Banks have been advertising life 
nsurance generously. Why not “sell’ 
banks and their regular service to the 


people more often than insurance men 
Getting people to save 
through a savings account in order t 
meet the premiums for 
amounts of life insurance benefits the 
insurance business as much as it does 
banking. The banks are in a better 
position to preach the idea through the 
printed word. The insurance men art 
in a better position to teach it by the 
spoken word. 


do? 


money 


) 
} 
substantial 


* + * 
Own a home day also means some 
thing to insurance men The hom« 


owner is a good prospect for term or 
ordinary life insurance while he is pay 
ing for his home and a de luxe pros 
pect for income and old age insuranc« 
when the home is paid for Hom«¢ 
budget days in 1922 successful, but in 
to financial comfort. It has a stabiliz 
ing influence that makes the buyer mors 
attentive to the life insurance plea 

Thrift week is an F 
rest the attention of the people en 
masse, It should not be allowed to 
come and go without functioning to it 
utmost. 


opportunity to 





SEVEN OLDEST COMPANIES 











Question—Cai u ve us the 
names of the ven oldest | l 
reserve life insuran¢ companies 

this country? 

\ ve! ry lest companic 

ccore he k Presby- 
te 1 Ministers | d, Mutual 
Life of New York, New England 
Mutual, Mutual Benefit, New 
York Life, State Mutual and Con- 
eC ut Mutt i] 

ego” from c ng to the front. In life 
underwriting, where the agent is con 
centrating all of his time and effort 
on the development of this personal 
dusiness, there is a very great danger 
irom too much individualism Phe 
working amone and for others is a 
reat help in this connection as well 
s in the locat of valuable prospects 
rhe use of this kind of prospect, the 
riends and friends’ friends, gives the 


make a 
approach. All 
en do not make good prospects, when 
time is of value to the and it 
it portant that the agent use his nat- 
judge and rate the men, 
ically, in order to 
build a most efficient prospect list. 


opportunity to 


caretul selection for the 


agent, 


Service, System and 
Work Now Needed 


meth 
stevens 


ual solicitation and the 
vaach as used by Mr 
fry out this same thought « 


conn- 
He says that 


ce and service. there 
4? 
ttle me in lite insurance and that 
the elling talks are only elaborations 


ind improvements of old id rhe 

ual selli ge talks and details of the 
thus a matter of individ 
| perfection and what on may 


lo, may not interest has 


man 
another He 
however, to ¢ 
trate on the matter of 


ncen- 


“¢ 
service, and make 





the pers« contact the controlling fac- 
tor in ining the confidence of the 
prospect. For the best results, he has 
ound it valuable to use a system of 
checking the daily work. His idea of 


the best means to keep in touch with 
e actual progress of the work is to 
run a daily report system, entering 


caily a list of prospects and as the day 


Ivances, checking these names with 
the results of calls, interviews or sales 
If the daily report sheets are carefully 
checke they will show whether th« 


gent is falling down on the calls made 


the interviews granted or the successful 
{ of the approach It is a chart of 
the work done, showing each move in 
letail, and permits of a quick change 

methods if necessary If for no 
ther purpose than the satisfaction of 
the agent and the recording of daily 
work for future reference, this method 
would be of value It will urge the 
agent on to greater work and under 


present conditions work is one of the 
nost important features There is 
plenty of business, more than ever, ac 
cording to Mr. Stevens, for those who 
can get it, but it will require work. He 
that if every life underwrite 
se upon himself the respon 
his task as an underwriter, if he realiz 
that success depends upon 
1 lence gained, f he do 
cedented work, thi year will see the 
~ahate : 


profession advance to a new positio1 


believes 


ibility of 


service wivel 


cont unpre- 


I | nsurance field i 
full of lu is fruit and the fruit, dead 
ripe Fortunate the agent who carries 
his applic ition basket constantly with 
him.” 











“All that its 
name implies” 


The 


Square 
deal 





Agency Contract 


Write for particulars. 


Var henaly? 
(G surance Company 


Home Office, Madison, Wis. 














The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 














FEDERAL UNION LIFE 


Insurance Company 
Cincimnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 





and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky | 








The Accumulation Policy 


is a combination of insurance 
and investmentin anew sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Ageney 
in its HOME STATE for 


THE ST. LOUIS 





MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFPICE 








a week is the cost of The 
National Underwriter by 
annual subscription. 


6c 











THE NATIONAL 





|MAKE IT RECORD YEAR 


| SHOW LOW MORTALITY RATIO 
Hartford Companies Believe 1921 Ex- 
perience Will Prove Most Favor- 
able in Their History 


| 


— 


HARTFORD, CONN., Jan. 10.— 
Preliminary estimates of the Hartford 
companies indicate that the mortality 
ratio for 1921 will be the lowest in his- 
tory. This is the outstanding feature 
of the year with the large life com- 
panies. Whether as a result of longer 
duration of life, or readjustment follow- 
ing the influenza epidemic, or the re- 
sults of prohibition, it cannot be de- 
termined at present. It is expected, 
however, that the final figures will place 
the leading companies on record as 
having the most remarkable year in 
history regarding mortality. 

The Travelers shows the lowest mor- 
tality rate in its history. The Connecti- 
cut Mutual shows a mortality saving of 
$1,675,000, with a ratio of actual to 
expected slightly under 60 percent. The 
New England Mutual has a most fa- 
vorable ratio, the mortality record be- 
ing 44 percent of the expected, based 
on the American experience mortality 
table. The Connecticut General and 
the Phoenix Mutual both have enjoyed 
a favorable loss ratio and it is expected 
that the Aetna figures will also show 
similar results. 





Philadelphia Life’s Plans 


Edwin T. Powell of Grafton, W. Va., 
newly appointed supervisor for that 
state, was a guest at the December 
monthly meeting of the Home Office 
General Agents Club of the Philadel- 
phia Life. President Clifton Maloney 
in greeting the members of the club at 
the dinner which followed the business 
meeting elaborated upon the company’s 
business policy. “Do Everything Bet- 
ter Than Ever Before” was adopted as 
the Plico slogan for 1922. A campaign 
was launched on Jan. 1 in memory of 
the late Andrew J. Maloney, the first 
president of the company, to have 
$100,000,000 of paid for business in 
force on the books by Dec. 31, 1922. 


Wolfe with National Reserve 
Ben O. Wolfe of Topeka, Kan., for 


several years with the agency force 
of the Mutual Life of New York, has 
resigned to become the field superin- 
tendent for the National Reserve Life 
of Topeka. Mr. Wolfe has been a 
resident of Topeka many years and 
previous to going into the insurance 
business was connected with various 
motor car firms. 


Warning Against “Experts” 


Madison, Wis., citizens are warned 
by the Association of Commerce that 
there are men in the state posing as ac- 
tuaries or experts who are approaching 
policyholders, and giving the impres- 
sion that there is something in the 
policy which the holder did not know 
he had. The “expert” agrees to find 
“money in it” for the holder. The 
discovery, however, proves to be the 
cash surrender value of the policy writ- 
ten on the face of it. 


Mutual Life’s Chicago Record 


The Chicago agency of the Mutual 
Life reported $28,941,500 paid for busi- 


year, $3,250,500 on the semi-annual and 
quarterly basis, $1,995,250 term insur- 
ance, $740,500 on the note basis and 
$2,650,000 business outstanding ready 
for delivery. Business applied for dur- 
ing the year was $46,238,130, the num- 
ber of applications being 8,039. The to- 
tal premiums collected by the agency 
amounted to $6,920,240 and the total in- 
surance in force in the Chicago agency 
is $184,531,500. 





ness on the annual premium plan last | 


UNDERWRITER 


January 12, 1922 








[OPENS UP NEW FIELD 


OPPORTUNITY NOW AT HAND 





Equitable Life of New York Comments 
on Change in the Reve- 
nue Act 





The Equitable of New York thus 
comments on the amendment to the 
revenue act allowing proceeds of life in- 
surance paid to a corporation to be ex- 
empt from taxation. It says: 

“The proceeds of life insurance paid 
to corporations are exempt from income 
tax under the new revenue act which 
became effective Nov. 23, 1921. Under 
the old law a corporation was required 
to report as income the amount of any 
life insurance payable to it which ex- 
ceeded the sum of the premiums paid. 
This is no longer necessary. Under the 
new act, the proceeds of life insurance 
policies upon the death of the insured 
are exempt from income tax, regardless 
of whether the insurance is paid to a 
corporation, to a partnership, or to an 
individual. 

“Attention is called to this change in 
the law because of its great importance 
in connection with business insurance. 
Many corporations, interested in busi- 
ness insurance, have withheld favorable 
action because the proceeds of the poli- 
cies, under the old law, would be sub- 
ject to income tax which in certain in- 
stances would have absorbed the larger 
part of the proceeds. The change in the 
law offers opportunity to present anew 
the advantages of business insurance to 
corporations.” 





DIVIDEND FUND DISTRIBUTED 





International Life Cuts a Melon for Its 
Leaders Who Qualified in 


the Race 
The International Life has an- 
nounced the names of its men who 


have participated in the preferred divi- 
dend fund that is distributed to those 
of its agents who qualify on the basis 
of agency efficiency. There were 68 
original members of the $125,000 Club. 
The International Life distributed on 
Christmas $13,600 among 48 men in 
proportion to their merits. Of the 68 
men who qualified for membership in 
the year that ended June 30, 1921, there 
were 48 entitled to participate in the 
fund. The leader is Kellie M. Roach 
of Oklahoma City, who has business in 
force amounting to $757,610. His per 
cent of renewal on number of policies 
was 63 per cent and as to amount of 
insurance 60 per cent. Charles A. 
Parsons of Kansas City is second with 
$375,000 in force, his renewal record be- 
ing 65 per cent as to number of poli- 
cies and 66 per cent as to amount of in- 
surance. C. O. Weathers of Texas had 
the best renewal record, it being 97 per 
cent as to number of policies and 96 
per cent as to amount of insurance. 





Life Notes 


The Kansas and Nebraska departments 
are examining the Liberty Life of To- 
peka. 

James L. Loomis, vice-president of the 
Connecticut Mutual Life, has been elected 
a director of the Phoenix Fire of Hart- 
ford. 

Charles A. Reinhardt, treasurer of the 
field club of the Philadelphia agency of 
the Mutual Life of New York, was given 
a great ovation by his fellow-workers on 
Jan. 4, his birthday. He is chairman 
of the club’s entertainment committee. 
| Announcements have been received of 
che marriage of Paul Arthur Gallett, con- 
nected with the home office of the North- 
western Mutual Life, Milwaukee, and 
Miss Rose Elizabeth LaValle, of Min- 
neapolis. They will make their home in 
Milwaukee. 

BE. M. Plant, who is making a record 
for sales in farming communities, and 
who represents the New York Life at 
Sturgeon Bay, Wis., received fifth place 
in November on the number of paid up 
applications, according to advices he has 
just received. 








President John M. Stahl 
Tells About Conditions 


In Farming Districts 


PRESIDENT JOHN M. STAHL of 
the Farmers National Life of Chi- 
cago states that the past year his com- 
pany has received in applications a 
greater number than during all 1920. 
He finds that the increase in applica- 
tions runs 35 percent above those re- 
ceived during 1919. Commenting on 
conditions Mr. Stahl says: 

I must confess that November was a 
poor month. The amount of applications 
received during November, 1921, was only 
$12,000 greater than during November, 
1920. But what was far worse, our lap- 
sation was extremely heavy. As 90 per- 
cent of our business is written on farm- 
ers, I can understand why the amount 
of applications received during Novem- 
ber were so little above the amount of 
November, 1920, for it did seem that it 
rained at least 34 days during Novem- 
ber of this year, and over 80 percent of 
our territory the roads were impassable 
throughout the month. But this does not 
explain the very heavy lapsation. 

I believe that our conservation depart- 
ment is well organized and is working 
efficiently. I observe that the business 
in Sears, Roebuck & Co. was 36.7 percent 
less for November of this year than for 
November of last year, and the business 
of Montgomery Ward & Co. was more 
than 30 percent less. The farmers have 
been very much disappointed indeed dur- 
ing the past 60 days by the trend of 
prices for their products. Until rather 
recently farmers were hopeful that the 
bottom had been reached by midsummer, 
and that there would be a slow but 
steady upward trend of the prices of 
farm products. The course of prices for 
these products has been a great disap- 
pointment to farmers and has curtailed 
their buying power, and, even more, has 
lessened their disposition to buy. Of 
course, no one can say how long these 
conditions will last. I am not a prophet 
or the son of a prophet, and I never 
speculate. I lack the nerve. If 1 did 
speculate, I would buy corn right now. 
However, we must deal with conditions 
as they are and as long as conditions 
remain near what they are at this time, 
it will be difficult but not impossible to 
do a good life insurance business among 
farmers. 

One thing seems to be certain and that 
is that the business put on the books 
now will be unusually persistent. I am 
hoping for better prices for farm prod- 


ucts, and even more I am hoping for 
some weather that will result in good 
roads. 


Returns Money on Death Claim 

The $5,000 paid to the wife of Joseph 
D. Roberts of Memphis, Tenn., by the 
American Central Life has been re- 
turned by Mrs. Roberts’ father, B. F. 
Sanders of Wayne, Ark., to the com- 
pany. It was reported that on Aug. 21, 
1921, Roberts jumped from the Harri- 
man bridge at Memphis into the Missis- 
sippi river. The company, upon re- 
ceipt of proofs, sent check to the bene- 
ficiary in settlement of the claim. 

According to his father-in-law, Ro- 
berts’ death is now in doubt. The body 
was not recovered, and Mrs. Roberts re- 
cently disappeared from the home of 
her father, with whom she has been liv- 
ing. Mr. Sanders is also authority for 
a statement that Roberts, or a man 
closely resembling him, has recently 
been seen in Paragould, Ark. 


Jefferson Standard Meeting 
The $100,000 Club of the Jefferson 
Standard Life met last week at Miami, 
Fla. There were 235 present. Among 
the home office men present were Presi- 
dent Julian Price, A. L. Brooks, general 
counsel, and Charles W. Gold, the treas- 
urer. W. V. Wall, who sold the larg- 
est amount of insurance last year is 
president of the club. He hails from 
Drew, Miss., and sold more than $1,000,- 
000 of insurance. J. H. Jeffries, super- 
intendent of agents of the Penn Mutual 
Life at its home office, was in the city 
and gave a talk to the Jefferson Stand- 
ard men. Secretary W. T. O’Donohue 
showed that $40,860,000 new business 

had been written during the year. 
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To Rent—Bank Floor 
Westminster Building 


7,500 square feet on choice corner in heart of 
Chicago Loop, 


Dearborn & Monroe Sts., S. W. Corner 


Very desirable for a Life Insurance General Agency 
or Investment House. Near shopping district— 
Banks and Post Office, just a square from State and 
Madison, the world’s busiest corner. 


WILLIS & FRANKENSTEIN, 


Westminster Building 
CHICAGO 


GreatRepublic Life Insurance Company 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 
4. R. RAILEY 


@1 Dallas State Bank Building 
me fy 
Mgr. Tezas and Oklahems 


H. 3. BRIDGEWATER 
325-331 Title Guaranty Bidg., 
St. Louis, Missouri 
Mgr. Missouri and Kansas 


W. H. SAVAGE, Vice-President and Ageney Director 


























Organized 1871 


Life Insurance Company of Virginia | 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 


ses oe Re eee heh ee eek ceeedls Ck CEekah ieee $ 24,143,510.56 
eh eS NEMAN ERAGE SD 21,803,452.41 
EEE EEE LE CO 2,340,058.15 
as tn Sheahan eee eae eereneeR tien 207,301 ,719.00 
nc iceb arse eeiae chen ee eaewener ik 1,983,096.17 
Total Payments to Policyholders Since Organization................ $25,823,269.97 


John G. Walker, President 


1867 THE 1921 
EQUITABLE LIFE INSURANCE COMPANY 
OF IOWA 


RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 
Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 














‘SAFE AS A GOVERNMENT BOND” 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT «°c MONTHLY INCOME INSURANCE. 


sjateeam LATEST POLICIES AND AGENCY CONTRACT Baia \ne 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 





More Than 1’4 Million Policies Now in Force 




















Improved Disability Provision 


oe may be made as soon as disability occurs—no probationary 


Semmes begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 























THE TWIN CITY LIFE 


Insurance Company 


SAINT PAUL MINNESOTA 
Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 
P . your viewpoint and ours agree, we can do ceuliens with each 
other. 


WRITE US 
J. IVAN RHEA, Supt. ef Agents 


a 


——— 


A. M. MIKKELSON, Secy. 
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Among Agents— 


The Standard Life is developing 


a standard business. Our men in the 
field know that the standing of their 
company is progressing along highly 
standardized lines; that the business 
they solicit is ably handled at the home 
office by a group of men whose high 
standards of correct practices have 
developed a high regard on the part 


of the policyholders for the agent. 


Thus it is that our agents are soon 


looked upon as men of high standards 
The 
standards they employ in handling 


in their respective communities. 


their prospects are the best evidence 
of their faith in serving their policy- 
holders to the best advantage 
possible. 


It pays to standardize on the 
Standard. 


STANDARD LIFE INSURANCE COMPANY 


Decatur, Illinois 


J. R. PAISLEY, President 


W. D. LIPE, Director of Agencies 





